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UNPRECEDENTED SALES DURING 


THE FIRST SIX DAYS 
That is the measure of popularity of the 


“RUDY 1922 INTRODUCTOP Y; OFFER” 


NEW DEALERS are seizing this opportunity to build their future 


business with the best high grade furnace ever built at a reasonable price. 


MANY DEALERS have written for cuts and electros and are 


running special ads featuring this unusual proposition. 


HAVE YOU LET THIS OPPORTUNITY ESCAPE YOU? 


You still have several days in which to place your order. The first 
order from new towns secures the Rudy Agency. The postmark on the 
envelope will govern priority and all other checks will be returned. 











Remember, All Rudy Dealers Share in the Company’s Year-End Dividends!. 


Why experiment when you can get the genuine, original Rudy— 
the only furnace in America made of Charcoal Iron? 


Don’t wait—uwrite us today 


RUDY FURNACE COMPANY 


DOW AGIAC, MICHIGAN 


Ordinary leader | 
after fouryears’ » 
service—rotten, 


; 








perfect. 


You’ll Need Plenty of Copper 
This Spring 


Sheet metal workers tell us they are 
erecting more Copper eavestrough and 
Copper conductor pipe this spring 
than ever before. 


Before very long people find that 
Copper is actually cheaper than sub- 
stitutes. Some people have always 
known it. Home-owners everywhere 
are coming to realize it. 


Owners of even the most modest 
homes are receptive to Copper. Ask 
them, and you will find they are tired 
of renewing rusted spouting every few 
years. They have learned that Cop- 
per lasts as long as the house lasts. 
They want Copper, and they are ask- 
ing for it this Spring. This means 
that it will be profitable for you to 


Get More Copper Into Your Shop at Once 


No matter how thoroughly you do your 
work, it can give no better service than the 
materials you use will let it. Copper is the 
one metal you can really be sure gives the 
kind of service that enables you to keep a 


reputation for high-quality workmanship. 
If your jobber cannot supply just what 
you need, please write us and we will advise 
you as to where you can get exactly what 
you want, and get it quickly. 


See the story of Copper and Brass as we are tell- 
ing it to the millions of readers of The Saturday 
Evening Post, Literary Digest and other periodicals 


COPPER «a»BRASS 


RESEARCH ASSOCIATION 


25 Broadway, New York 





April 15, 1922 





' Copper leader after 
75 years’ service— 
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GET YOUR STUFF OUT WHERE FOLKS CAN SEE IT. 


Just a moment, brother, before you turn to 
read Sidney Arnold’s jokes on the next page. 

Of course, you need the relaxation of a good 
laugh which you are sure to get from our 
genial neighbor, Sidney. 

We don’t begrudge you all the fun you can 
get out of life anyhow. 

The less cause you have to worry, the more 
fun you can have. 

That is precisely the 
started out this page with the big headline: 

“Get your stuff out where folks can see it!”’ 

When your business is going well and you 
are making a reasonable amount of profit, you 
have practically nothing to worry about. 


reason why we 


Now the way to get a steady, comfortable 
income out of your store is to sell the goods 
to the people. 

No, brother, you have not stumbled into the 
kindergarten class by mistake. Sounds like 
it though, eh? 

Well, may be it does. But a whole lot of 
us would be better business men if we started 
all over in the kindergarten class. 

You will never sell goods without letting 
the people know you have the goods and the 
right kind of goods. 

Therefore, let us repeat the injunction at 
the head of this page, namely, get vour stuff 
out where folks can see it. 

That means advertising your store in the 
newspapers, by mail, in circulars, and through 
window displays. 

It means, also, interior display of goods in 
your store. 


It means intelligent and continuous use of 
the manufacturers’ advertising helps—putting 
up his posters where they will attract the 
most attention. 

Getting the stuff out where the folks can 
see it is half the work of selling. 

Keep your showcases bright 
plenty of light, natural or artificial. 

Let your wall cases be arranged so that 
they show seasonable goods as well as goods 
that are in steady demand throughout the 
vear. 

As the seasons change bring the goods that 
belong to the particular time of the vear to 
the front of the store where they will be able 
to exercise the force of suggestion in con- 
junction with the salesmanship of your 
establishment. 

Getting your stuff out where folks can see 
it doesn’t mean merely bringing it within the 
line of their vision. 

It involves printed as well as spoken sales- 
manship. 

Put price tags on your things. Use brief 
placards telling how good they are. . 

Make constant use of the leaflets, circulars, 
and other printed literature of the goods 
which you carry. 

Slip them in with goods when they are 
wrapped up with bundles, hand them out to 
customers. 

Call on your manufacturer or jobber for 
the many helps of this sort that can be used 
to quicken sales in connection with interior 
store displays. 


and with 








AMERICAN 








ARTISAN AND 








HARDWARE 














Random Notes and Sketches. 


By Sidney Arnold 




















ERE is‘something which every 

ex-service man will enjoy. 
The story was sent me by I. D. Alli- 
son, sales manager, Copper Clad 
Malleable Range Company, St. 
Louis, Missouri: 

General Smithson and his aide 
were traveling from one post to an- 
other on inspection. The general 
noted that the driver of the four- 
line team seemed to know his mules 
well and always addressed them by 
name. 

“Get up dar, Tom! Frow yo’se’f 
inter dat collar, Sam! Steady dar, 
Jim! Mahnd yo’ step, General!” 

General Smithson finally asked : 

“How did you come to name that 
mule ‘General’ ?” 

“Well, suh, yo’ see he does most 
of de prancin’ but mighty little of 
de pullin’.” 

x * x 

E. W. Norman of Indianapolis, 
president of the Indiana Auxiliary, 
is working hard for the success of 
the forthcoming convention of the 
National Association of Sheet 
Metal Contractors which is to be 
held, May 16 to 19, 1922, in Indi- 
anapolis. 


He predicts that the verdict of 
every man who attends will be that 
ii was worth going many miles to 
be present at the sessions. 

This reminds him, he says, of a 
story, as follows: 

The railroad conductor suspend- 
ed his work of taking up the tickets 
temporarily as the train plunged 
into the blackness of a long tunnel. 
When it finally emerged he found 
himself opposite a young couple, 
both seemingly much flustered, and 
the young woman nervously read- 
justing her hair. 

Thinking to put them at their 
ease, the conductor remarked pleas- 
antly: 

“Did you know that tunnel we 
just came through cost twelve mil- 
lion dollars ?” 

“Did it?” inquired the girl. Then 





she added, after a pause, “Well, it 
was worth it.” 
. 2 &@ 

Some men have a wonderful sense 
of the fitness of things, says John 
C. Henley, of Tanner & Company, 
Indianapolis, Indiana. 

He recalls the case of an Indiana 
merchant, who had been informed 
by his physician that he had only a 
few days to live. 

The merchant sent for a lawyer 
to draw up his will. 

“How’s this?” asked the lawyer. 
“You’ve named six bankers in your 
will to be the pall-bearers. Of 
course, it’s all right, but wouldn't 
you rather choose some friends with 
whom you are on better terms ?”’ 

“No, Judge; that’s all 
Those fellows have carried me for 
so long, they might as well finish 
the job.” 


right. 


* * ok 


I am indebted to Josiah Borden 
cf the Borden Stove Company, 
Philadelphia, Pennsylvania, for this 
amusing story: 

A negro was brought before a 
city judge on the ground of dis- 
crderly conduct and pleaded not 
guilty. 

“You say you weren’t doing any- 
thing when this officer arrested 
you ?” asked the judge. 

“Suttin’ly not, Yo’ Honah,” re- 
plied the defendant. “Ah was jes’ 
walkin’ down de street singin’ a 
little song at mahse’f when a big 
mick hits me on de jaw and den dis 
big Irish cop pinches me.” 

“H’m,” meditated the 
“what were you singing?” 

“As was jes’ singin’, ‘Ireland 
mus’ be Heaven fo’ mah mudder 
come from dere’.” 

*k * x 


judge, 


Very few things are as serious or 
important as some persons think 
them to be, declares George W. 
Robinson, president of the Summit 
Stove Works, Morrison, Illinois. 
He tells about a young lady who, 
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after rejecting Harold Greenleigh, 
flushed with embarrassment when 
she caught sight of him at a party. 

“Harold Greenleigh!” she mur- 
mured. “Poor fellow! How brok- 
en up he was over my refusal of 
him.” 

Greenleigh wrinkled his forehead 
as he caught her looking at him. 

“Now, where the devil have I 
seen that woman before?” he asked 
himself irritably. 

* * * 


Of course, it does not apply in 
all instances, says O. E. Jennings, 
manager Furnace Department Mich- 
igan Stove Company, Detroit, Mich- 
igan, but it’s a fairly reliable system. 

He was commenting on the fol- 
lowing story: 

“T tried my best to find out if 
that new man was married and | 
don’t know yet,” said the spinster 
lady at the boarding house. 

“T found out before ten minutes 
had passed,” said the wise widow. 
“He is married.” 

“How did you know ?” 

“He listened to everybody who 
started to talk without once inter- 
rupting.” 

ie 

George H. Dietz of Lincoln, Ne- 
braska, secretary, Nebraska Retail 
Hardware Association, narrates an 
instance of wily diplomacy in mar- 
ried life which deserves to be pub- 
lished in these columns: 

“Where are you going to lecture 
tonight, my dear?” inquired Mr. 
Wise of his wife, a prominent equal 
suffrage lecturer. 

“T am to address the Cooks’ and 
Housemaids’ union,” she responded. 

Her husband laughed. 

“IT see nothing to laugh about. 
Surely they have as much right to 
vote as any other woman,” his wife 
began, indignantly. 

“T am not denying that, my dear,” 
mildly explained Mr. Wise; “but it 
is a waste of time. Don’t you 
realize that a cook or housemaid 
never remains long enough in one 
position to be entitled to a vote?” 

Mrs. Wise, recognizing the logic 
of this, canceled her engagement by 
telephone. 
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The Latest News About Stoves and Ranges 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves and Accessories. 


Stove Replacements Offer a Fertile Field 


for Big Harvest of Profits to the Dealer. 


This Field Can Be Cultivated Effectively by an Intensive 
Campaign of Local Advertising and Personal Solicitation. 


EYOND doubt there are many 
old stoves and ranges still in 
use among your customers. 

They have more than paid for 
themselves in long service. 

The majority of such stoves and 
ranges lack the modern improve- 
ments which make cooking a pleas- 
ure. 

There is no combination gas and 
coal range among them. 

They ought to be replaced by 
modern equipment. 

It is not a difficult matter to con- 
vince your customers and prospec- 
tive customers that it will pay them 
in time and labor saved to replace 
the old stove or range with a new 
and up-to-date model. 

While the influence of style is 
powerful in stoves and 
ranges, nevertheless, it is sufficient- 


not so 


ly strong to be exploited by the 
dealer in any campaign which he 
may undertake to bring about re- 
placements of this character. 

The old horse-hair furniture of 
our grandparents was serviceable. 

It had the advantage of sturdy 
construction and durability. 

Yet there are few homes today 
where this kind of furniture is to be 
found because styles have changed. 

Advance in knowledge has dem- 
onstrated that modern styles of fur- 
niture are more sanitary. 

Moreover, the modern furniture 
is less sombre and angular in its 
forms. 

In most cases where horse-hair 
furniture has been replaced, there 
were still years of potential service 
in that style of furniture. 

Now, although there are still 
years of potential service in many 





an old stove and range, the desire 
for greater convenience, more at- 
tractive appearance, and similar 
motives can be taken advantage of 
by the stove dealer to induce a con- 
siderable percentage of the people 
in his territory to replace the old 
stoves with new. 

There are many schemes by 
which a campaign of this sort can 
be started and carried forward to 
success. 

In some places, hardware dealers 
have offered a prize for the old 
stove which has been longest in use 
in their neghborhood. 

Other dealers have enlisted the 
active help of school children by 
giving rewards of cash or merchan- 
dise to boys and girls who bring in 
a certain number of names and ad- 
dresses of people who have stoves 
which have been in service more 
than ten or fifteen or twenty years, 
as the case may be. 

In this way a list of prospects 
is obtained which can be utilized in 
whatever manner suggests itself as 
most profitable to the dealer. 


As a preliminary to working this - 


list of prospects, it would be advis- 
able to send to each family on the 
list of prospects a well-prepared let- 
ter showing the advantages of re- 
placement. 

The letter profitably could be fol- 
lowed up with a descriptive illus- 
trated circular dealing with the line 
of stoves and ranges carried by the 
dealer. 

These circulars may usually be 
had in colors. 


Most manufacturers are quite 


willing to codperate with the dealer 
in such a campaign and to furnish 


him with the necessary printed mat- 
ter. 

A considerable number of hard- 
ware dealers have found it practi- 
cable to hire canvassers or to send 
some of their own stove salesmen 
to call upon the prospective cus- 
tomers. 

Of course, such calls would not 
be made in advance of the prelim- 
inary educational work of circular 
letters and descriptive literature. 

There is money to be made from 
stove and range replacements. 

You can increase your volume of 
sales by working up this side of 
your business. 

Probably not less than seventeen 
million times you have seen the in- 
Do it now!” 


junction, 
The injunction is still good. 
{NIM IUNUILILITA LUNN 


‘THE hardware dealer slowly — 
walked up the velvet-clad — 
steps to the glistening throne — 
of gold. 
The attendants bowed low be- 
fore him. 
Then a long train of brightly 
garbed youths came with 
silver platters heaped up with 
the profits from the sale of 
stoves. 


Every tenth platter was twice 
as large as the other nine, and 
consisted of profits from-sales 
of stoves to replace old stoves 
and ranges. 


Then somebody sneezed and 
he woke up to find that he will 
never get any profits from 
dreaming about selling stoves. 


He must go out and do the 
work if he wants the gain. 


anyyy iit ij 
{HUM 


“Do it now” means that you will 
all the sooner begin to realize re- 
sults in the form of profits. 

When you get through reading 
these lines sit down, load up your 
old jimmy pipe and sharpen up your 
pencils or fill your fountain pen and 
make a rough draft of your stove 
and range replacement campaign. 
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Incidentally, it would be well to 
put a heavy red mark on the date 
of your calendar when you start this 
campaign. 

You will be glad to look back to 
that date as marking the beginning 
of bigger stove and range business 
for you. 





Consolidation of Stove Firms 
Is Announced. 


Consolidation of the A. C. Barler 
Manufacturing Company of Chi- 
cago, Illinois, with the Engman- 
Matthews Range Company, Goshen, 
Indiana, is announced by Harry A. 
Engman, Jr., president of the latter 
firm. 


All the machinery, patterns and 
tools of the Barler company will be 
moved to Goshen and installed in 
the Engman-Matthews plant. 

Production of Barler heaters will 
begin about June Ist in Goshen, 
Indiana. 


From 30 to 40 additional men 
will be required by Engman-Mat- 
thews to operate the Barler division 
of the plant. These men will not 
be needed, however, until all the 
Barler equipment has been moved 
from Chicago. 

Richard C. Barler will move to 
Goshen permanently to take charge 
of the Barler heater production. 
No other changes are contemplated 
in the factory or office management 
of Engman-Matthews. 

The A. C. Barler Manufacturing 
Company was founded 30 years ago 
by A. G. and R. O. Barler of Chi- 
cago, who were the originators of 
the modern type of round burner 
for oil stoves. 

They exhibited some of their 
heaters at the Chicago World’s Fair 
and attracted considerable attention 
to their product. 

In fact the interest aroused at 
the Fair may be considered the 
foundation of their success, for 
consistent growth has marked the 
progress of the company ever since. 
Gold medals were awarded to Bar- 
ler heaters at both the Chicago and 
Paris expositions. 





Many who couldn’t stand a square 
deal are now standing around. 


Here Is a Hotel Which Has 
The Right Spirit. 

Lots of hardware men, sheet 
metal* contractors, and heating and 
ventilating folks go to Cleveland, 
Ohio, for one reason or another. 

Representatives of AMERICAN 
ARTISAN AND HARDWARE RECORD 
have always received so much cour- 
tesy and have enjoyed so many 
comforts and conveniences at the 
Hollenden Hotel in that city that 
we are moved to give expression to 
our appreciation of their hostelry. 

The management of the Hollen- 
den Hotel is always doing little 
out-of-the-way things to make life 
pleasant for its guests. 

Recently, for example, the man- 
agement had the city surveyor 
measure the distance between the 
front door of the Hollenden Hotel 
and the front door of the new City 
Auditorium, and found that it is 
835 feet 8 inches. 

This is the shortest distance be- 
tween the Auditorium and any first 
class hotel in the city. 

Of course, this’ is not a startling 
bit of service but it is a kindly one, 
and is indicative of the minuteness 
of detail with which the manage- 
ment seeks to keep alive and 
broaden the spirit of service and 
friendliness which is embodied in 
the Hollenden Hotel. 





Supreme Court Decides Against 
Restrictive Sales Contract. 


In a decision issued April toth 
by the Supreme Court of the United 
States at Washington, D. C., con- 
tracts of sale made by manufactur- 
ers requiring retail dealers exclu- 
sively to handle their products were 
held to be invalid. 

Justice Day delivered the opinion 
in a case brought by the Standard 
Fashion Company, a New York cor- 
poration, against the Magrane- 
Houston Company of Boston, and 
sought to compel that retail com- 
pany to observe the terms of a con- 
tract which the Supreme Court de- 
clared was one of sale and not of 
agency or joint venture. 

Being a contract of sale, Justice 
Day stated the only question which 
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remained for the court to determine 
was whether the facts established 
that it would substantially lessen 
competition. 

Adopting the findings of the Cir- 
cuit Court of Appeals for the First 
Circuit of the results obtained 
through the contract, the Supreme 
Court reached the conclusion “that 
that contract, properly interpreted, 
with. its restrictive covenant brings 
it fairly within the section of the 
Clayton Act under consideration.” 





Get Acquainted with Men. 


Acquaintance is an asset or a lia- 
bility. We must know people in 
order to be truly interested in them. 

Personal prejudice often prevents 
individual progress. 

Forming beforehand an unfriend- 
ly opinion of another is an unwise, 
unfair and a narrow procedure. 

Personal prejudice is like the fly- 
eating spider that lives where there 
seems nothing worth while to live 
on. 

Nature and human nature, gold 
mining and good men are much 
alike. 

The deeper you dig into their 
veins, the more values you are sure 
to find. 

Get acquainted with men. 





Has Been 28 Years a Subscriber 
to AMERICAN ARTISAN. 
To AMERICAN ARTISAN 

HARDWARE REcorD: 

I am always glad to renew my 
subscription to your journal, as it 
is the best $2.00 investment I 
know of. 

I ought to know, as I have been 
a subscriber for 28 years. 

Yours very truly, 
CuHar_Les E. HEpBLom. 
—_——., Illinois, 
April 5, 1922. 


AND 





Your friends pass on what you 
purchase. 

* * * 

It is not clever salesmanship to 
sell a man what he doesn’t want. 
That sort of skill merely sends a 
man somewhere else when he does 
want something. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Southern Hardware Jobbers 
Will Discuss Trade Problems. 


In conjunction with the American 
Hardware Manufacturers’ Associa- 
tion, the Southern Hardware Job- 
bers’ Association will hold its Con- 
vention April 18, 19, 20, and 21, 
1922, in St. Charles Hotel, New Or- 
leans, Louisiana. 

Authoritative discussion of the 
numerous problems which confront 
the trade have been arranged for in 
the various sessions, the program 
of which is as follows: 

PROGRAM. 
Tuesday, April 18, 1922. 

10:00 a. m. Joint Open Sessions cf 
the American Hardware Manufacturers 
Association and the Southern Hardware 
Jobbers’ Association. 

Meeting called to order by President 
W. M. Pitkin. 

Invocation. 


America. 
Address, by W. M. Pitkin, President 


Southern Hardware Jobbers’ Associa- 
tion. 
Address, by Isaac Black, President 


American Hardware Manufacturers’ As- 
sociation. 

Address of Welcome to the City of 
New Orleans, by Honorable Andrew J. 
McShane, Mayor. 

Address of Welcome to the State of 
Louisiana, by Honorable John M. Park- 
er, Governor. 

Address, by Representative Southern 
Supply and Machinery Dealers’ Asso- 
ciation. 

Address, by Representative American 
Iron, Steel and Heavy Hardware Asso- 
ciation. 

Address, by Representative Canadian 
Wholesale Hardware Association. 

3:00 p. m. Mississippi River Boat 


9:00 p. m. Reception and Dance at 

The St. Charles Hotel. 
Wednesday, April 19, 1922. 

10:00 a. m. Roll Call. 

Annual Address of the President. 

Annual Report of the Secretary- 
Treasurer. 

Report of the Executive Committee. 

Appointment of Special Committees. 

Miscellaneous Business. 

1:00 p. m. Luncheon for Ladies in 
the French Quarter. 

Evening Entertainment: At Southern 
Yacht Club, Lake Pontchartrain: Buffet 
Supper and Dancing. 


Thursday, April 20, 1922. 


Joint Sessions of the Manufacturers 
and Jobbers. 

Ten-Minute Talks by the Following 
Manufacturers : 

“Screen Door and Window Situation,” 
by W. D. Biggers, Secretary and Gen- 
eral Manager, The Continental Com- 
pany, Detroit, Michigan. 





“Nail and Wire Situation,’ D. A. 
Merriman, American Steel and Wire 
Company, Chicago, Illinois. 

“Screen Wire Cloth,” by C. K. Ander- 
son, President American Wire Fabrics 
Company, Chicago, Illinois. 

“Axe Situation,” by W. C. Kelly, 
President Kelly Axe Manufacturing 
Company, Charleston, West Virginia. 

“Chain Situation,” by W. C. Perkins, 
District Sales Manager, American Chain 
Company, Bridgeport, Connecticut. 

“Shovel Situation,” by W. C. Cow- 
dery, President American Fork and Hoe 
Company, Cleveland, Ohio. 

“Ammunition Situation,” by Irby Ben- 
net, Vice-President Western Cartridge 
Company, East Alton, Illinois. 

Discussion of Committee Reports. 

2:30 p. m. Ladies’ Card Party at 
Country Club. 

9:00 p. m. Grand Ball in Grunewald 


Hotel. 
Friday, April 21, 1922. 

10:00 a. m. Discussion of Executive 
Committee and other reports. 

Unfinished business. 

Report of Special Committees. 

Election of Officers. 

Discussion of next place for Annual 
Convention. 





Hardware Manufacturers Have 
Fine Convention Program. 


Final arrangements have been 
completed for the Convention of 
the American Hardware Manufac- 
turers’ Association, to be held April 
18, 19, and 20, 1922, in St. Charles 
Hotel, New Orleans, Louisiana. 

An excellent program has been 
devised for the instruction and en- 
tertainment of the visiting delegates 
and their ladies and friends. The 
schedule of the sessions is as fol- 
lows: 

Tuesday, April 18, 1922. 


10:00 a. m. Open Session of the 
Southern Hardware Jobbers’ Association 
in the Assembly Hall of the St. Charles 
Hotel. Everybody welcome. 

Address, by W. M. Pitkin, President 
Southern Hardware Jobbers’ Associa- 
tion. 

Address, by Isaac Black, President 
American Hardware Manufacturers’ As- 
sociation. 

Address, by the Honorable Andrew J. 
McShane, Mayor of New Orleans. 

Address, by the Honorable John M. 
Parker, Governor of Louisiana. 

Addresses by Representatives of: 

National Hardware Association, 

Texas Hardware Jobbers’ Associa- 
tion, 

Southern Supply and Machinery 
Dealers’ Association, 

American Iron, Steel and Heavy 


Hardware Association, 
Canadian Wholesale Hardware As- 
sociation. 


3:00 p. m. 
Ride. 

9:00 p. m. Reception and Dance at 
the St. Charles Hotel. 


Wednesday, April 19, 1922. 


10:00 a. m. Executive Session of the 
American Hardware Manufacturers’ As- 
sociation in the Assembly Hall. 

Address of President. 

Address of Secretary-Treasurer. 

Report of Auditing Committee, by 
Harold S. Graham. 

Report of Executive Committee, by 
Charles M. Power. 

Report of Industrial Legislation Com- 
mittee, by George E. Chatillon. 

General Discussion of Business Condi- 
tions. 

1:00 p. m. Luncheon for the Ladies 
in the French Quarter. 

Evening—Dancing and Buffet Supper 
at Southern Yacht Club. 


Thursday, April 20, 1922. 

10:00 a. m. Joint Session of the 
Southern Hardware Jobbers’ Association 
and the American Hardware Manufac- 
turers’ Association in Music Room. 

Address, Speaker to be announced. 

2:30 p. m. Ladies’ Card Party at the 
Country Club. 

9:00 p. m. Grand Ball at the Grune- 
wald Hotel. 


Mississippi River Boat 





Handy Wire Basket Finds Ready 
Sale in Hardware Stores. 

The more uses which the dealer 
can show for the goods which he 
sells, the greater is the service de- 














Handy Wire Basket, Made 
by Cyclone Fence 
Company. 


from them and the more 


satisfaction of his 


rivable 
thorough the 
customers. 

From this angle, there is a good 
profit to be had from the Cyclone 
Utility Basket, a handy wire basket 
for all-around use, recently put on 
the market by the Cyclone Fence 
Company, Waukegan, Illinois. 

This basket can be used as a re- 
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ceptacle for the disposal of paper 
and refuse in parks, playgrounds, at 
street corners and other public 
places. 

It has a fine 1% inch mesh and, 
therefore, can be used for burning 
rubbish, waste paper, and other 
combustible material without scat- 
tering burning fragments. 

As a food or vegetable container 
it can be sold to grocery and fruit 
stores. 

Moreover, it is a 
clothes hamper for closet, back hall, 
or basement. 

Its tapered shape permits com- 
pact nesting of baskets for shipping 
and also on the dealer’s floor. 


serviceable 





New Patent Lock on Thickness 
Gauges Is Big Convenience. 

A feature of much interest to all 
users of gauges is the new patent 
lock on thickness gauges, just 
brought out by the Lufkin 
Rule Company, Saginaw, 
Michigan, and shown in 
the accompanying illustra- 
tion. 

3y means of a locknut, 
any one or more of the 
leaves can be locked and 
held firmly in any position. 

Evidently, this advantage 
contributes much to the 
value and convenience of 
gauges in all classes of 
work. 

The feature of the locked leaf is 
almost indispensable where work 
must be done at an angle as on \- 
type motors. 

The gauges are made up in sets 
appropriate to the kind of work for 
which they are required. 

For example, No. 05 
leaves size .002, .003, .004, .008, 
O10 and .O15. 

On all, the blades are one-half 
inch wide and three inches long. 


carries 





It Will Pay You to Hold 
Weekly Hardware Clinics. 


Disease is another word for in- 
sufficient. health. 

A business may suffer from dis- 
ease as well as a human being. 

Whenever the profits of a store 


are not reasonably in proportion to 
the capital invested and the goods 
carried in stock, it may be said to 
be financially diseased. 

If the. disease is not remedied, it 
will end in bankruptcy, which is 
financial death. 

In order to find the cause for in- 
sufficient profit, you must study the 
anatomy and physiology of your 
business. 

This is only another way of say- 
ing that you must learn the factors 
of business. 

You must find out how the vari- 
ous organs or parts of normal busi- 
ness operate in order to detect the 
imperfections or diseases of your 
establishment. 

Now, when medical students learn 
the theory and science of medicine, 
they are not considered competent 
to practice medicine. 

In addition, they have to learn 








PATENT LOCK 


New Thickness Gauges with Lock Made by 


Lufkin Rule Company. 


from a study of actual cases how 
to recognize and diagnose the symp- 
toms of disease. 

For this purpose they are taken 


by their professors to visit patients 


in hospitals. 

The teachers show them the 
symptoms of disease in human be- 
ings and explain how to diagnose 
these symptoms. 

This part of the training of med- 
ical students is called “holding a 
clinic.” 

3y. adopting a somewhat similar 
system, the hardware dealer can 
train his salesmen to. a degree of 
practical efficiency which will en- 
able him, with their cooperation, to 
remedy the disease of insufficient 
profit. 

Hold weekly hardware clinics! 
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ring your advertisements into 
these weekly store meetings or 
“clinics” and study their flaws to 
find out why the advertisements do 
not draw more customers to your 
store. 

Examine the service of your es- 
tablishment to see where it is weak 
in courtesy, friendliness, prompt- 
ness, and sincerity. 

Question 
mentally, yourself at the same time 
—regarding their knowledge of the 
goods in. stock. 

What do they—and you—know 
about the material, workmanship, 
and uses of the commodities which 
you sell? 

What do you and your salesman 
know about stoves, ranges, vacuum 
cleaners, washing machines, hack- 
saws (for different 


work), spun and cast 
) 


your salesmen—and, 


speeds cf 
aluminum 
ware, etc., etc 

To what extent are you unfa- 
miliar with the community in which 
you do business? 

Have you any idea of the num- 
ber of prospective customers for 
washing machines, 
household paints, sporting 
zoods, and similar hardware staples 


stoves, ranges, 


tools, 


in your trade territory ? 

What is the condition of your 
mailing list ? 

How well acquainted are your 
salesmen with the sales prospects of 
each name on that list? 

When Mrs. Jones comes in for 
a box of carpet tacks, do they know 
whether she has a vacuum cleaner 
or an aluminum roaster or washing 
machine ? 

Your weekly hardware clinic will 
reveal all these symptoms of in- 
sufficient profit and train you and 
your salesmen to remedy them. 





Wants to Know Who Makes 
Vacuum Cistern Cleaner. 
To AMERICAN ARTISAN AND Harp- 

WARE RECORD: 

Will you please advise me who 
makes a vacuum cleaner for clean- 
ing cisterns without removing the 
water. I want a hand or one man 
operated machine. 

H. H. CHristENSEN. 
———-, Minnesota, April 6, 1922. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HarDWARE ReEcorp Window Display Competition. 


WINDOW DISPLAY SELLS 
MANY ARTICLES. 


For the purpose of impressing the 
prospective customers of the store 
with the variety and comprehensive- 
ness of its stock, it is well to make 
a miscellaneous display of hardware 
goods from time to time. 


An excellent example of this kind 


ors, gas plates, ball pein hammers, 
iron planes, food grinders and ther- 
mos containers. 

In a considerable percentage of 
cases, two or more types of each 
commodity are shown. 

The first idea which this window 
display conveys to the brain of the 
passer-by is a multiplicity of ob- 


jects. 


After he has studied them, the 
appeal of the other goods in the 
window begins to make itself felt. 

If he happens to be in need of 
some of the things on display his 
dormant desires are likely to be 
aroused and may be stimulated to 
the point of making purchases. 

The special significance of this 
window display lies in its power 





Window Display of Hardware Goods Designed and Arranged by L. H. Warde for Duncan and Goodell Company, Wor- 


of window advertising is shown in 
the accompanying illustration of a 
display designed and arranged by 
L. H. Warde for Duncan and 
Goodell Company, Worcester, Mas- 
sachusetts. 

The articles shown in this window 
include so widely diversified com- 
modities as thermometers, automo- 
bile tires, machinists’ tool chests, 
alarm clocks, vacuum cleaners, 
Sterno cooking sets, coffee percolat- 


cester, Massachusetts. 


At the outset, the observer per- 
ceives only the more conspicuous 
articles such as the automobile tire 
in the center, and the white plac- 
ards. 

Gradually, the onlooker sees in 
distinct focus the groups of com- 
modities. 

His. notice, naturally, is drawn 
more strongly to the particular arti- 
cles in which he chances to be in- 
terested. 


io suggest to the prospective cus- 
tomer who sees it, one or more arti- 
cles of goods which may be needful 
or convenient for him. 

In that way, the window display 
has a more complex battery of 
points of contact than is the case 
with a window display which fea- 
tures only a single group of com- 
modities. 

There is much to be said against 
the miscellaneous window display, 











20 AMERICAN ARTISAN 


no matter how adroitly and symmet- 
rically its articles may be arranged 
with reference to one another. 

One of the biggest retail hard- 
ware stores in the business center 
of Chicago makes it a practice to 
fill every space of its display win- 
dows with a big variety of hard- 
ware supplies and has an exception- 
ally large volume of sales directly 
traceable to the pulling power of 
such window displays. 

On busy streets where people are 
in a hurry, it is a debatable problem 
as to whether a miscellaneous dis- 
play is sufficiently distinct and uni- 
fied to create a favorable impression 
upon the hurrying crowds. 

In neighborhoods where people 
move more leisurely down the 
streets and have time for closer in- 
spection, this kind of window ad- 
vertising may be more gainful in its 
results. 

The sum of experience, however, 
is that such a window display is not 
advisable as a regular practice and 
that it is better to have special win- 
cow displays of seasonable goods, 
and of articles suitable to the re- 
quirements of the store’s natural 
trade territory. 





Proper Lighting Is Essential 
to Good Window Display. 


Beyond question, an effective win- 
dow display makes sales. An effec- 
tively lighted window display makes 
sales at night. 

A well-lighted window will draw 
a crowd which will increase the 
number of the next day’s sales. The 
principles of good lighting are: 

1. Conceal the lights. Even elec- 
tric lights are no longer a novelty 
and people will not look at merchan- 
dise displayed under a light that 
makes them blink. 

2. Keep the bulbs, lamps and re- 
flectors clean. A film of dust on an 
electric bulb, though hardly notice- 
able, will cut the light of the bulb 
down 20 per cent. 

3. Arrange the window lighting 
so that the illumination is on the 
merchandise. omens are great 
helps. 

4. Use a backgrounds and 








arrange the merchandise to produce 
the results you want. 

A white background causes 

.colored objects to stand out by con- 
trast, a gray background makes a 
good neutral tint. 

A glass-backed ,window that al- 
lows a view of the interior of the 
store distracts the attention of the 
passer-by from the merchandise. 

It is not enough to have an at- 
tractively lighted window, it must 
be different from the windows of 
the stores in the vicinity. 

As soon as someone else on the 
block adopts your. window devices 
it is time to get something new. 











| Coming Conventions 








American Hardware Manufacturers’ 
Association, Spring Meeting, St. Charles 
Hotel, New Orleans, Louisiana, April 18, 
19, 20, and 21, 1922. Frederick D. Mitch- 
ell, Secretary-Treasurer, 1819 Broad- 
way, Gotham National Bank Building, 
New York City. 

Southern Hardware Jobbers’ Associa- 
tion, St. Charles Hotel, New Orleans, 
Louisiana, April 18, 19, 20, and 21, 1922. 
John Donnan, Secretary, Richmond, Vir- 
ginia. 

Old Guard Southern Hardware Sales- 
men’s Association, New Orleans, Louisi- 
ana, April 19, 1922. R. P. Boyd, Secre- 
tary-Treasurer, Knoxville, Tennessee. 

National Warm Air Heating and 
Ventilating Association, Hotel Win- 
ton, Cleveland, Ohio, April 19 and 20, 

1922. Allen W. Williams, Secretary, 
Thompson Realty Building, 52 West 
Gay Street, Columbus, Ohio. 

Sheet Metal Contractors’ Association 
of Texas, April 24 and 25, 1922, Rice 
Hotel, Houston, Texas. J. O. Walsh, 
Secretary, 206 Bedell Building, San An- 
tonio, Texas. 

Missouri Sheet Metal Contractors’ As- 
sociation, Joplin, Missouri, April 28. 
1922. Otto E. Scheske, Secretary, 2725 
Morgan Street, St. Louis, Missouri. 

American Zinc Institute, Hotel Stat- 
ler, St. Louis, Missoyri, May 8 and 9, 
1922. S. S. Tuthill, Secretary, 27 Cedar 
Street, New York City 

Panhandle * Pan and Implement 
Association, Amarillo, Texas, May 8 
and 9, 1922. C. L. Thompson, Secretary, 
Canyon, Texas. 

Southeastern Retail Hardware and 
Implement Association, Convention and 
Exhibit, May 9, 10, 11, and 12, 1922, 
Chattanooga, Tennessee. Walter Har- 
lan, Secretary, 460 St. James Building, 
Jacksonville, Florida. 

Western Warm Air Furnace and 
Supply Sg go Indianapolis, In- 
diana, May 15, 1922. John H. Hus- 
sie, Secretary, 2407 Street, 
Omaha, Nebraska. 

Sheet Metal Contractors’ Association 
of Indiana, Indianapolis, Indiana, May 
15. 1922. Ralph R. Reeder, Secretary. 
312 East Sixteenth Street, Indianapolis, 
Indiana. 

Hardware Association of the Caro- 
linas Convention, Winston-Salem. North 
Carolina, May 17, 18, 19 and 20, 1922. 


uming 
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T. W. Dixon, Secretary-Treasurer, 
Charlotte, North Carolina. 

National Association of Sheet Metal 
Contractors’ Convention and Exhibition 
in the Cadle Auditorium, Indianapolis, 
Indiana, May 16, 17, 18, and 19, 1922. 
Edwin L. Seabrook, Secretary, 608 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 

Mississippi Retail Hardware and Im- 
plement Association Convention and Ex- 
hibit, Fair Grounds, Jackson, Mississippi, 
May 24, 25 and 26, 1922. Headquar- 
ters, Heidelburg Hotel. E. R. Gross, 
Secretary-Treasurer, Agricultural Col- 
lege, Mississippi. 

Associated Advertising Clubs of the 
World, Milwaukee, Wisconsin, June 11, 
12, 13, 14 and 15, 1922. Carl Hunt, Sec- 
ey, 110 West 40th Street, New York 

ity. 

National Retail Hardware Association, 
Chicago, Illinois, June 19, 20, 21, 22 and 


23, 1922. Headquarters, Hotel Sher- 
man. Herbert P. Sheets, Secretary- 
Treasurer, Argos, Indiana. 

Master Sheet Metal Contractors’ 


Association of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 ‘East Chestnut Street, 
Columbus, Ohio. 














| Retail Hardware Doings } 











Idaho. 


With a capital of $30,000, the Teton 
Hardware Company of Teton, Fremont 
County, has filed articles of incorpora- 
tion. Directors are: John R. Thompson, 
John W. Hutchinson, Walter Riggs, 
Jacob Johnston, and Robert Thomas. 

Illinois. 


James I. Orr, who has recently pur- 
chased the hardware store of the late 
Eugene Flager at Dwight, is having the 
store redecorated. 

Floyd V. Shryock has completed a 
deal whereby he becomes the owner of 
the John Dickson Hardware store at 
Bushnell. 

Coen and Rinnert of Noble have pur- 
chased the hardware store of A. Ford 
and Son. 

After conducting a hardware store at 
406 South State Street for the past ten 
years, A. J. Holmes is retiring from 
business. 

Iowa. 

Gunder Hegney is now located in his 
new building at Northwood, and has a 
good hardware stock. 

The Hausner and Wilkins Hardware 
Company at Oelwein has dissolved part- 
nership. Charles Hausner has retired, 
and the firm will be known as the Wil- 
kins Hardware Company. 

Ralph Tripp has opened a new hard- 
ware store at 2502 Santa Fe Avenue, 
Fort Madison. 

A. C. Magnussen has 
hardware store at Roland. 

Louisiana. 

The Menge Marine Hardware and 
Supply Company of New Orleans has 
been damaged by fire. 

Ohio. 

The Mt. Gilead Hardware Company 
at Mt. Gilead, owned by R. C. Sneat- 
land, has been taken over by Miles Byrd 
and Sons in exchange for their pool 
room. 


purchased a 


Wisconsin. 


the Workman Hardware Company at 
De Pere. T. S. Davis will conduct the 
business. 














21 


Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


This is spraying time in Florida. 

The beautiful citrus fruits that 
delight the palate and charm the eye 
are possible only as a result of 
watchful spraying. 


<< memes west SOSCeOeEDIS SOSSSEDEDOSIDY 
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‘Spraying Time 


f WE HAVE JUST RECEIVED A LAGE SHIPMENT 
/ OF THE FAMOUS 


s iraamaananeen SPRAYERS 


—-ALSO THE 


Myers, Smith and other Makes 


WE. CAN FURNISH SPRAYERS IN ANY SIZE. FOR 
HAND HORSE OR ENGINE POWFR. DISTRIBUT 
ING AGENT FOR SPRAYING MATERIALS, FOR 
ALL PURPOSES 


; Clarkson Hardware Company 


W. J. McGehee, Demonstrator 
FLORIDA 


| 
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Fruit growers in that part of the 


country are, therefore, immensely 
interested in sprays and spraying 


apparatus. 

Hence, there is a gainful timeli- 
ness in the advertisement of the 
Clarkson Hardware Company, re- 
produced herewith from the Ocala 
Banner, Ocala, Florida. 


The advertisement in the original 
measured 634 by 534 inches, so that 
it had an effective display in the 


newspaper. 
* * x 


Go after the baseball business. It 
will bring the boys into your store 
and, as they grow older, they will 


BASE BALL UNIFORMS! 


For the goming Season you will need to 

equip your team with new suits and we 

are ready to take care of you. 
“GOLDSMITH GUARANTEED” 
UNIFORMS ARE THE BEST. 

We Are Quoting Wholesale 
Prices On Suits This Year, 
No. 15 grade uniform, with cap. 
belt, hose, shirt and pants, and 

name of club on 


shirt, complete, . 94.69 


In Jots of 10 suits or more. 


| oa tan” $5.00 


Write for Catalogue—Free' 


P. ¢. DEVOL HA HARDWARE C0. 


504 Broadway. 10 N. Mam. 




















become customers for other things 
besides balls and bats and suits. 
Here is a good example of sea- 
sonal advertising of baseball uni- 
It appeared in the Council 


forms. 





Blujjs Nonpareil, Council Bluffs, 
Iowa. 
Observe that the P. C. Devol 


Hardware Company states prices in 
bold figures and gives quotations in 
club lots as well as singly. 

A standardized brand is featured 
in the advertisement which adds to 
its persuasiveness. 


A great many people have a pro- 
foundly appearing 
different from their neighbors. 

They would not wear a straw hat 
in December or do anything which 
would center attention upon them. 


rooted fear of 


For the sake of orderly adminis- 
tration of society this, perhaps, is 
a good thing. 

Sut a corresponding state of mind 
is fatal to progress in business. 

Unfortunately, carry the 
fear with them into 


people 
same sort of 
merchandising. 
make their 

from the 


They are afraid to 
advertisements different 
conventional forms. 

And so, when you look over the 
newspaper you will find practically 
all hardware dealers saying about 
the same thing and using about the 
same style in advertisements of 
builders’ hardware, for example. 

The very essence of good adver- 
tising is news. 

News must be a little bit differ- 
ent, at least, from the humdrum 
things of the day. 

The factor which constitutes it as 
news is implied in the very word 
itselfi—news means novelty. 

Therefore, the thing to seek in 
effective advertising is the element 
of news. 

An advertisement 
notice. 

It cannot attract notice if it is 
just the same in general makeup as 
the other advertisements of its class. 

This is the angle from which 
advice is given to the Kubias Hard- 
ware Company, whose advertise- 


must attract 


ment is reproduced herewith from 
the Mt. Vernon Record, Mt. 
non, lowa. 


Ver- 


It is too much like other adver- 
tisements of builders’ hardware. It 
isn’t specific enough. 

It lacks the news element. 

Now the news element does not 
mean the startling element. 

In most cases, it signifies merely 
the putting of new meaning into 
commonplace things. 

Merely by way of example, it is 
suggested that this advertisement 
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When 
You Build 


a House 





Builders’ 
Hardware 


You Expect it to Last a Lifetime 


For this reason, the best possibh ' ly 


those materials you know vou can depe 


If you are gomng to build, we will be glad to talk over plans 
with you Weve had a good d of experienc. 


and at 1s likely that we could px out wavs fur sou to save 


in this line 


money 


Kubias Hardware Co. 


PHONE 180 
206-8 South First Street .*. Cedar Rapids, lows 











could be made individual and ar- 
resting by starting out with a sen- 
tence like this: “Will there be rust 
streaks down the front door of 
your new house ?” 

Then the copy could go on to 
exploit the advantages of solid brass 
for outside builders’ hardware trim- 
mings, etc. 

x * * 

Advertising is essentially an 
American idea—a working method 
of putting efficiency and liberty to- 
gether and of getting unity of ac- 
tion without force. 

x * * 

To stretch the truth in an adver- 
tisement in the hope of attracting 
more attention may succeed in at- 
tracting attention and in repelling 
trade. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Retires from Staff of Cleveland 
Engineering Institute. 
To AMERICAN ARTISAN AND Harp- 
WARE RECORD: 
The writer wishes to announce 
his retirement from active connec- 


tion with the Cleveland Engineer- 


ing Institute, 8120 Euclid Avenue, 
Cleveland, Ohio, his resignation 
having become effective April Ist. 

His vacancy will be filled by Mr. 
K. L. Seelbach as General Manager, 
and Mr. George W. Roberts will 
succeed as president of the Insti- 
tute. 

After three years of hard work 
and personal sacrifice given to build- 
ing this school, that some means of 
scientific training might be available 


for this field, I feel that I have 
given my full share to the purpose 
and that I owe it to myself to step 
out so that I can recuperate finan- 
cially. 

I am entering into the Real 
Estate brokerage field, but I shall 
not dismiss my entire interest in the 
work of the school as I believe that 


‘ it will develop into one of the most 


important movements connected 
with this fast growing industry. 

I thank you most heartily for the 
splendid cooperation which you 
have extended me in the past, and I 
extend you my most sincere wishes 
for your success. 

Very respectfully yours, 
H. C. Hewirr. 
Cleveland, Ohio, April 8, 1922. 


Turton Makes Comments on Some of the 
Answers in the Warm Air Heater Special 


He Analyzes Formula for Rating Capacity and Efficiency, and 
Indicates Need of Including Factor of Radiating Surfaces 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcoRD by 
George F. Turton, Bellveille, Illinois. 


(Concluded from April 8th Issue.) 

Before long I hope to see an uni- 
form rating code put to use by all 
furnace makers. 

With furnaces correctly rated it 
naturally follows that a proper in- 
stallation will be the proper, correct 
or adequate size—not an over-size. 

To illustrate, in the thousands of 
installations made, I have never se- 
lected the size of heater until deter- 
mining the house requirements in 
zero- weather and then consulting 
41 government chart showing the 
lowest temperature ever recorded 
in every state in the Union as well 
as the average yearly temperature. 

Then if the heater is properly 
rated I select one with a capacity 
sufficient for the average low mark 
and a surplus sufficient for the 
maximum low record. 


If this method has ever failed 
[ am not aware of it. 

But I maintain I do not use over- 
size heaters. 

What the weather man has done 
he may repeat. Who knows? 

Should he do so, the heater would 
in nowise be over-size, but just ade- 
quate to cope with him at his worst. 

Rate correctly, select according 
to rating, requirements and records, 
and the over-size theory will fade 
with other errors. 

Capacity and Efficiency. 

Mr. McHenry should find liberal 
support in his contention that fur- 
nace ratings are illogical, inconsis- 
tant and responsible for many of 
the dissatisfied users of the warm 
air systems. ° 

This ground he has covered so 
thoroughly that there is no room 


for reasonable discussion to the 
contrary. 

But after carefully studying his 
rating formula, I am willing to ad- 
mit that I am too dense to grasp 
his reasoning sufficiently to agree 
with his statements. 

This is of vital importance to me, 
and many others I hope, as I am 
preparing for the market shortly, 
a new heater which will have a ca- 
pacity and efficiency far superior 
to the present-day heaters—but not . 
so, if computed according to his 
formula, as I see it. 

What I can’t comprehend is why 
the top diameter of a firepot is taken 
as a basis for capacity rating. What 
has it to do with either capacity or 
efficiency ? 

Nine out of ten salesmen trying 
to sell a furnace-pipe or pipeless 
will mention the diameter of the 
firepot. 

They say nothing about thé depth, 
or diameter of the grate, amount 
of radiating surface, free area in 
casing; and if pipeless, the free 
area of floor grating compared with 
throat area and cross section casing 
area. 

You would think they were try- 
ing to sell firepot diameters instead 
of a heating system. 

To get back to the formula let 
us see what will result by following 
instructions which say: 

“Pipe area rating shall equal in- 
side area of firepot at top plus 30 
per cent, in heaters having grate 
areas equal to 80 per cent of firepot 
area at top.” 

Just how this 30 per cent is ar- 
rived at would be good information. 

rom the example we note a 20- 
inch pot has an area of 314 square 
inches. 

An 18 inch grate in-this pot has 
81 per cent of the pot area which 
justifies increasing the pot area of 
314 by 30 per cent giving this fur- 
nace a capacity of 408 square 
inches. 
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Kindly note we have rated a fur- 
nace and not a word said about the 
casing. 

“However, a provision of the 
formula says: 

“No heater shall have a pipe area 
capacity rating in excess of 80 per 
cent of the free area within the 
casing.” 

Hence in this case we are to as- 
sume that the casing area is 510 
square inches. 


Now suppose we increase the 
casing area to 600 square inches. 
Can we then increase the rating to 
80 per cent of 600? (Still within 
the excess limit, but an increase of 
72 square inches in capacity.) 

On the other hand, if this casing 
area were 450 instead of 510 square 
inches we would have to bring down 
the rating to 360 instead of 408. 

This reduces the rating 46 square 
inches, knocks the 30 per cent plus 
pot area into a cocked hat, but note 
please, the diameter of grate and 
firepot and the 81 per cent ratio is 
the same in each instance. 

Looks like another rule that 
doesn’t measure from both ends. 

Let us go farther. Assume we 
have a pot with straight sides as in 
a steel furnace, the grate diameter 
being equal to that of the pot at 
top. 

Here we have nearly 24 per cent 
increase in grate area. Are we 


still to rate according to the 80 per 


cent formula? 

And what about the furnace with 
a grate diameter two inches greater 
than top diameter of pot? 

This increased grate area will de- 
velop more heat, which we are told 
has to do with capacity. Then how 
does this formula apply? 

Let us go still farther: Neither 
depth of firepot nor radiating sur- 
face of heater has been considered 
in this formula. 

Right here is where capacity and 
efficiency merge and must be con- 
sidered in unison. 

As a heating system, a warm air 
furnace has no capacity without 
considering the heat developed and 
transferred to the air within the 
casing. 

It is the warm air supplied to a 


room that makes for comfort re- 
gardless of the diameter of the fire- 
pot. 

But the air gets the heat from 
radiation from the pot and other 
contact surfaces. 

It also gets its capacity accord- 
ing to the efficiency of the radiating 
surfaces. 

Hence it follows that a heater 
with greater and more efficient ra- 
diating surfaces coupled with ade- 
quate casing area will have more 
heating capacity than one not so 
constructed, even though the fire- 
pots in both be the same diameter. 

In building my own heating sys- 
tem I did not make a pot with a 
special diameter but a special de- 
sign and depth, four to five inches 
deeper than the average. 


You Wouldn't Build 
and Chopping Down 
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All other radiating surfaces of a 
special design with over 40 per cent 
increased air contact surface, and 
a casing sufficiently large to har- 
monize with the other factors. 

It will require a very persuasive 
formula to convince me that a con- 
struction of this kind is not entitled 
to a greater capacity rating than 
any heater ever constructed with 
the same firepot diameter but minus 
the other cooperatives. 


It will not be amiss to remember 
that ratios and proportions used in 
the past in the I-hope-to-get-by- 
methods are not getting by under 
tests. 

If I have misunderstood this 
formula and its author, I would 
consider it a favor to be advised of 
my error and welcome correction. 


a House by Going Out 
the Trees with an Ax. 


It Is a Waste of Time to Try to Build Up a Warm Air Heater 


Business by Similar Antiquated Methods. 


VY JU can go out into a forest, cut 
down trees, and build for your- 
self a substantial log cabin. 

It will take you a long time to do 
the work and you will have to pause 
often to resharpen your ax. 

Each tree will need to be trimmed 
and roughly squared; and the per- 
spiration will pour in generous 
streams from evefy sweat gland of 
your body. . 

In the days of aniel Boone such 
a method of building a house was 
quite common. 

No one would then criticize you 
for adopting so laborious a _ pro- 
cedure. 

But in our time it would be a 
foolish waste of time and energy 
to take your ax, go out into the for- 
ests, chop down the trees, and 
slowly fashion them into logs for 
the construction of the home. 

In bygone generations a similar 
process was employed for building 
retail business. 

Methods of merchandising were 
necessarily crude in pioneer days 
and retailers were content to plod 


Use Dealers’ Helps. 


along with inadequate facilities for 
increasing their trade. 

But there is no exeuse in this 
century of publicity and marvelous 
merchandising agencies for follow- 
ing the cruder ways of pioneer age. 

In the matter of marketing warm 
wir heaters, for example, the mer- 
chandising methods of former days 
are no longer reasonable because 
they involve too much waste of 
time and energy. . 

In the case of building the home, 
we have replaced the woodsman’s 
ax and the log cabin with the lum- 
ber mill and the highly finished 
products of shop and factory. 

So, too, as regards the selling of 
warm air heaters, we have replaced 
the slow, uncertain and tedious sell- 
ing methods of a past generation by 
efficient processes ot up-to-date 
publicity. 

Manufacturers have built up 
wonderful service departments 
which enable their dealers to elimi- 
nate the delays and hard labor of 
other days and to quicken business 
all along the line. 

It is a fact that in many parts of 
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America people still build log 
cabins. 

Also, it is a fact that dealers and 
installers of warm air heaters con- 
tinue to plod along in old ruts. 

But for the enterprising and am- 
bitious man who wants to increase 
the volume of his sales and, there- 
fore, to enlarge his profits, there 
are instrumentalities at his disposal 
which can not fail to enable him to 
encompass his desires. 

The foremost manufacturers: of 


warm air heaters have worked out 


dealers with various mailing pieces 
that can be enclosed with monthly 
statements or that can be mailed 
separately with a separate sales let- 
ter bearing the dealer’s name. 
Furthermore, these folders and 
booklets can also be handed out to 
the customers over the counter or 
wrapped up with packages. 


Another gainful dealers’ help 


which this Company has devised is 
in the form of a series of moving 
picture slides. 

Each slide in the series carries a 


















Ready-to-Run 
Newspaper Sdvertionmants 











Page Three 


5 7 ez 
i “ rf 
" 


Al 
ee 
a 


r —j}p— 


p ES 











RECORD April 15, 1922 
tion of a warm air heater step by 
step from the ashpit to the radi- 
ator. 

Much more graphically than mere 
words, the sectional and cross-sec- 
tional views tell the story of the 
satisfaction to be derived from a 
good warm air heating plant. 

This big picture album is sold to 
the dealer at a nominal charge 
which is said to be considerably less 
than its cost to the manufacturer. 

Besides, the large counter picture 
album, there is also a pocket size 






Array of Practical Helps for Dealers Constituting Part of the Service of a Leading Warm Air Heater Manufacturing 


dealers’ advertising helps to such a 
degree of successful merchandising 
that it is now possible to build a 
modern business by the use of these 
dealers’ helps. 

In the accompanying illustration 
is shown a small section of such 
dealers’ helps made available to its 
clients by the Fox Furnace Com- 
pany, Elyria, Ohio. 

In addition to supplying resultful 
advertising copy, this firm—as well 
as many other enterprising warm air 
heater manufacturers—supplies its 


Company. 


strong sales argument together with 
the name and address of the dealer 
in large, readable type. 

The Company sends the dealers 
the single slide” or the entire series 
according to his requirements. 

Unusually persuasive is the big 
picture album for use on the counter 
which the Fox Furnace ‘Company 
has devised for its dealers. This 
album contains I2 views and meas- 
ures 84% by 11 inches. Its pages 
are so arranged that the prospective 
customer can follow the construc- 


picture album containing 12 sharp 
clear photographs of parts and 
cross-sectional views of the “Sun- 
beam” Furnace, manufactured by 
this Company, besides views of the 
warm air heaters completely assem- 
bled. 

Another dealer’s help designed by 
this progressive firm consists of 
road signs bearing the dealer’s name 
which are to be put up at all vital 
parts on highways leading to deal- 
er’s store. 

It goes without saying that the 
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warm air heater dealer and installer 
who conscientiously and enthusias- 
tically uses these various helps is 
certain to build up a prosperous and 
permanent business. 

If you have thus far failed to 
realize the immense possibilities for 
profit in dealers’ helps, it is high 
time for you to begin to study this 
phase of your business. 

Sit down now and write to your 
manufacturer telling him that you 
want to get hold of every possible 
form of dealers’ help which he has 
in readiness for your benefit. 

Then start your campaign for 
more orders. Keep it up. Multiply 
the applications of these dealers’ 
helps in every possible way. 

A year from now you will look 
back to your present business con- 
dition with amazement at the prog- 
ress you have made. 





Publishes Text Book on Heating 
and Ventilation. 

Beginning with a brief and intel- 
ligible chapter on heat and measure- 
ment of temperature, the second 
edition of “Heating and Ventila- 
tion” by the late John R. Allen and 
J. H. Walker, President of the Na- 
tional District Heating Association, 
is an excellent text-book on the sub- 
ject of heating and ventilation for 
use in engineering and architec- 
tural schools. 

Moreover, the portions of the 
volume dealing with heat losses 
from building, warm air furnace 
heating, temperature control, and 
ventilation, are written in such plain 
language that the book can be used 
by the practical contractor or me- 
chanic who is not familiar with the 
technical formulas and terms em- 
ployed in connection with the treat- 
ment of the subjects which make up 
the contents of the volume. 

This second edition of “Heating 
and Ventilation” may be recom- 
mended, therefore, for purchase by 
sheet metal contractors who desire 
to improve their knowledge of the 
craft. 

Copies of this second edition of 
“Heating and Ventilation” will be 
sent postpaid upon: receipt of the 
price, namely, $3.50, from the Book 
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Department of AMERICAN ARTISAN 
AND HARDWARE REcorD, 620 South 
Michigan Avenue, Chicago, Illinois. 





Receives Many Answers from 
Ad in AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND 
HARDWARE REcorD: 
Please take out our advertisement 


for tinner and furnace man. 
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If it runs any longer, we will 
have to hire help to answer the let- 
ters received in connection with 
same. 

We are highly pleased with the 
results obtained from the advertise- 
ment, and wish to thank you for the 
favor. . 

W. H. Gates anv Son. 

———., Nebraska, 

April 4, 1922. 


Here Are Some Searching Questions for You 
to Answer if You Want to Increase Profits. 


Success or Failure in the Warm Air Heater Business Hinges 
on Three Factors of Estimates, Sales and Installation. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
R. W. Menk of Excelsior Steel Furnace Company, Chicago, Illinois. 


When one is asked to write on 
the subject of warm air heating, | 
am sure you will agree it is too 
broad a subject to attempt to cover 
in any one day in all its details. 

There are three features, how- 
ever, that are of especial interest to 
the sheet metal worker and furnace 
installers. 

These three items can make you 
a failure or a success in the fur- 
nace field and, therefore, deserve 
careful study. 

These three factors are Estimates, 
Sales and Installation. 

Show me the man who has suc- 
ceeded and I can show you imme- 
diately why he did so. 

Too Much Guess Work. 

I believe I am safe in saying that 
over 50 per cent of the furnace es- 
umates are no more than an out- 
right guess at the cost of any par- 
ticular installation. 

I also believe I am safe in saying 
that out of these estimates less than 
10 per cent will show a profit and 
that the balance either break even 
or show a loss. 

The other 50 per cent will indi- 
cate some attempt at an estimate 
but I doubt that more than 20 per 
cent or 25 per cent will show in- 
telligent understandable figures and 
sketches that can be placed in the 
hands of another to execute without 
the addition of much explanation. 

Haphazard guessing and kidding 


one’s self in the hopes that all will 
come out right in the end is the 
general rule. 

Makes Sketch of Every Job. 

When I took hold of the Furnace 
Department for our company, I de- 
termined that no estimate, no mat- 
ter how small would go through 
that office without a sketch of the 
job drawn to scale and a complete 
itemized estimate of every article 
necessary properly to install the job 
ettached to the sketch or blueprint 
and if any ever got by, I have not 
learned of them. 

The result is that we have formed 
habits of carefulness that result in 
sending the right kind ‘and number 
of materials. 

Materials Must Fit the Job. 

The outcome of such a system is 
that the materials fit the job, that 
the mechanic can complete the job 
on time, that the mechanic was in 
a good humor for being able to 
show his ability, that there was not 
a wagon load of materials to be re- 
turned, that the customer was 
pleased and in the majority of cases 
a profit worth while procured. 

Hundreds of estimates are made 
which fail to list all of the mate- 
rial necessary, occasionally such 
items as the casing, the wall stacks, 
the registers, and frequently the 
smoke pipe are overlooked. I ask 
you how carefully are you making 
your estimates ? 
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The next feature is that of sales, 
a subject of which pages and pages 
are written every day. As sales- 
manship may occupy hours and 
hours of time to discuss, I will be 
very brief on this subject by asking 
you the following questions: 
Alsk Pertinent Questions. 

How well acquainted are you with 
* the article you are trying to sell? 

Are you satisfied it is just the 
equipment for the partciular job? 

Have you given the job and all 
of the sales features sufficient 
thought to talk to your buyer in a 
way that you will not get tangled 
up and have to change your mind 
or the estimate? 

Are you sure that the sale does 
not hinge only on a matter of price? 

If it is price only, what are you 
going to do about it? 

Are you one of those fellows that 
goes at the sale haphazardly, a fel- 
low that when he sees his price is 
high, will cut it and if that does not 
land the job to cut it again, or are 
you the fellow that thinks the mat- 
ter all the way through and when 
you have made up your mind stick 
to it, sink or swim? 

Are you honest in all of your sales 
arguments, and do you live up to 
your promises to the letter? 

It isn’t the first sale, nor the sec- 
ond that counts, but hew often can 
you come back? How welcome are 
you when you do come and how 
much confidence does the commu- 
nity in which you live, have in your 
word and ability? 

Installation Is All-Important. 

After the estimate and the sale 
comes the all-important feature, In- 
stallation, and oh so many angles 
10 it. 

The fellow who cuts the price is 
now beginning to consider how he 
can get out from under. He asks 
himself, can I put in a smaller fur- 
nace? Cut the size of this or that 
warm air run. Locate the cold air 
return where I can save eight or ten 
feet of pipe and perhaps some fit- 
tings, use lighter materials, cut the 
labor cost by putting a helper on 
the job instead of a mechanic. 

The building is now ready for 
stacks. Where is that estimate with 
which the right materials and all 
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can be 


materials 
Who are you going to 
inconvenience by failing to have the 
materials on hand at the proper 


the necessary 
picked out? 


time? In other words how well or- 
ganized is your establishment to 
render absolutely satisfactory serv- 
ice? 

Gentlemen, these are the ques- 
tions that if satisfactorily answered 
count for failure or success. How 
do you measure up to them? How 
careful are you in the manner in 


~ 





— 


R. W. Menk, President, Western 
Warm Air Furnace & Supply 
Association. 


which you use the other fellow’s 
money? 

I have said nothing as yet as to 
your ability satisfactorily to lay out 
estimates or install a warm air heat- 
ing system, for if you are in the 
furnace business it is very essential 
that constant careful study be neces- 
sary in order that the black dia- 
monds thrown into the furnace will 
give the owner the largest results 
for the money expended. 


No one should attempt to install a 
furnace in any particular job unless 
his experience assures him that the 
job will give absolute satisfaction 
and if there is the least doubt about 
it, some reliable source should be 
sought to guard against any come- 
backs. In any case take up the mat- 
ter with the furnace or fittings man- 
ufacturer, he will be only too glad 
of the opportunity to help you. 

“He has people employed for 
that purpose. Don’t be ashamed to 
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ask for help for it is not expected 
that a merchant who handles 
dozens of lines of material can keep 
posted upon all the lines. These 
statements are particularly true of 
the small merchant who installs 
only a very limited number of fur- 
naces each year. 

I can not close my paper without 
giving you some idea of the prog- 
ress being made in the warm air 
field. 

You, no doubt, all know of the 
furnace testing work that is being 
done at the Illinois University. 

Some very startling facts have 
come out of the tests they have 
made. Some of the-old practices 
are being upset and it is essential 
that every furnace installer keep in 
close touch with what is being done. 

Bulletins covering all of the work 
so far completed may be procured 
from the University and I assure 
you that they are well worth while 
reading and studying. I do not 
believe any one can afford to do 
any amount of furnace work with- 
out them. I am sure your secre- 
tary of your Local will be glad to 
get them for you, if you choose. 

Know Your Trade Completely. 

I hope that what I have written 
has been worth while and that each 
of you will get some good there- 
from. I advise you to know your 
game from “A” to “Z.” Carefully 
lay out and figure every job. Be 
liberal in your sizes of furnace and 
fittings, use cold air returns at least 
20 per cent larger than the area of 
the warm air pipes, make the jobs 
tight, do first class work and it will 
not only make you successful, but 
make you and your customers 
happy.” 





Makes Addition to the Plant of 
R. J. Schwab & Sons Company. 


The productive facilities of R. J. 
Schwab & Sons Company, Milwau- 
kee, Wisconsin, will be increased by 
two additions to the plant, the larger 
being 40 x 82 feet. 

Constantly growing demand for 
the “Gilt Edge” line of warm air 
heaters made by R. J. Schwab & 
Sons Company necessitates the ex- 
pansion of the plant. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 


News from Various Branches of the Sheet Metal Trade. 


LAYOUT FOR BRANCH 


INTERSECTING PROBLEM. 

By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. 
Louis, Missouri. Written especial- 
ly for American Artisan and 
Hardware Record. 

Mr. W. H. Collins, Jr., of Chi- 
cago, some time ago wished a 
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The great feat in a problem like 
yours is to find the points of inter- 
section between the tee and the 
branch surfaces. 

This is best done by means of 
parabola lines, which are projected 
from the intersection of lines in 
the throat elevation into the side 
elevation. 
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similar number, and this gives the 
miter line in throat view. 

Now since this throat view is a 
true position of the tee, the pat- 
tern is developed direct from this 
miter line, while the branch prong 
is developed in the usual way. 

If a tapering is developed as we 
show it; then a developed girth 
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Plate I—Layout for Branch Intersection Problem. 


peculiar problem developed, which 
being more of a problem than an 
actual fitting, the writer is making 
use of a similar drawing corre- 
sponding to one of our Advanced 
Triangulation Plates, sent us by a 
student, since time does not per- 
mit me to work out the exact 
problem. 

But here the same principle is 
involved, only this is a harder prob- 
lem. 


The position at the-left shows 
these parabola lines in place. 

These same lines are drawn 
across the side elevation; over 
which the tee is layed. 

Then where these lines intersect 
the tee with the parabolas, your 
intersections are established as 
points 1-3-5-7-9, etc. 

After this, each of these points 
is projected back into the throat 
elevation to intersect tee lines of 


must be developed along the miter 
line of throat elevation as shown. 

If this is not done, then the 
sweep method must be used, and 
the girth spaces picked from this 
pattern as developed for establish- 
ing the opening in branch pipe. 

The drawing, submitted by Mr. 
Collins, showed the prongs on an 
angle of 45 degrees. 

Now there is no particular harm 
in this, but you will make a much 
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nicer looking fitting, and one creat- 
ing less friction, if you place your 
prongs at a 60 degree angle. 

By far the majority of trades- 
men have taken for granted that 
the 45 degree branch is the abso- 
lutely correct theory. 

And, of course, such jobs will 
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mating of materials, labor, and. 


overhead. 

At practically every state and 
national convention of sheet metal 
contractors, this subject of correct 
estimating and accurate cost-finding 
has been one of the main topics of 
discussion. 
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kind of work handled in your own 
shop. 

In addition, the book explains the 
special risks to be considered in 
making bids, financing the work, 
etc. 

As a further aid to accurate esti- 
mating, the first chapter of the book 
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Plate II.—Layout for Branch Intersecting Problem. 


look to the workman as wonder- 
ful pieces of workmanship. 

But if they. should compare 
their jobs with others where 
branches are set to a 60 degree 
angle, and providing an open mind 
was kept, the vast difference in 
shapes and lines would soon be 
apparent, to say nothing of the in- 
creased utility. 





Book Teaches How to Estimate 
Sheet Metal Work. 


One of the chief reasons why 
sheet metal contractors do not rank 
with other business men in the big- 
ness of their profits is that, as a 
whole, the trade has not yet devel- 
oped the practice of accurate esti- 


Much of great value has been 
spoken and written in elaboration of 
the best methods to use in the solu- 
tion of the problem. 

The sheet metal trade will wel- 
come, therefore, with unqualified 
interest the appearance of a book 
devoted to this subject. 

It is written by Adolph Hopp and 
William Neubecker, and bears the 
title, “Estimating Sheet Metal 
Work.” 

It tells in plain English how to 
figure the proper sizes of articles; 
how to take off the material re- 
quired from the plans of any sheet 
metal job; how to buy material and 
cut it to advantage for different 
work ; how to figure the actual over- 
head expense for any department or 


is devoted to mensuration as applied 
to sheet metal work. 

An illustration of the comprehen- 
siveness of this book is supplied by 
the second chapter dealing with 
problems solved by the steel square 
and compass. 

This chapter starts out with sim- 
ple directions for testing the square 
to find if its angle is true. 

The closing chapter of the book 
is a helpful summary of trade cus- 
toms and definitions of terms in 
common use. 

This uncommonly instructive 
book, “Estimating Sheet Metal 
Work,” has 417 pages and measures 
6% by 4% inches. It sells at the 
reasonable price of $3.00 per copy, 
although it is worth a hundred 
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times~ that much to the practical 
sheet metal contractor. 

Copies of this book bound in flex- 
ible covers may be had from the 
Book Department of AMERICAN 
ARTISAN AND HARDWARE REcoRD, 
620 South Michigan Avenue, Chi- 
cago, Illinois, postpaid upon receipt 
of the above-mentioned price. 





Illinois Auxiliary Urges All To 
Attend National Convention. 


In order to increase the represen- 
tation from the State of Illinois, 
President Denoyer and Secretary 
Eynatten of the Travelers’ Auxili- 
ary to the Illinois Sheet Metal Con- 
tractors’ Association have sent out 
the following letter to Auxiliary 
members, urging them to work hard 
for a big attendance at the National 
Convention to be held, May 16 to 
19, in Indianapolis, Indiana: 


The Sheet Metal Contractors’ Association of 


AMERICAN 


ARTISAN 


“It is the desire of your officers 
that the Travelers’ Auxiliary be well 
represented at the National Conven- 
tion of the Sheet Metal Contractors 
to be held in Indianapolis May 15th 
to 19th, inclusive, and we ask that 
each one make a special effort to 
attend. 

“Also please urge upon every 
sheet metal contractor you call upon 
the importance of attending this 
convention. There will be exhibits 
of the sheet metal trade, including 
a fully equipped shop and all its 
branches and in full operation. 
Again we ask that you emphasize 
this to every sheet metal contractor 
in your travels. 

“It will be a vast educational help 
both to the contractors and the 
Auxiliary, so get out and work for 
a very successful Illinois representa- 
tion of both organizations at this 
convention.” 


North Carolina Holds Its First Convention. 


Promoting Sales, Cooperating with the Manufacturer for 
Mutual Benefit, and Determining Overhead Were Discussed. 


ROWDING a whole month’s 

instruction into the sessions 
of a single day, the Sheet Metal 
Contractors’ Association of North 
Carolina held its first convention 
April 6th in O’Henry Hotel, 
Greensboro, North Carolina. 

The Convention was called to 
order by the President of the Asso- 
ciation, J. L. Cortland of the Far- 
quar Heating and Ventilating Com- 
pany, Greensboro, North Carolina. 

An address of welcome on be- 
half of the city of Greensboro was 
made by O. C. Cox, a local at- 
torney. 

Mr. Cox put forth a plea for 
stricter enforcement of the immi- 
gration laws of the United States 
in order to keep the radical ele- 
ment out of this country. He at- 
tributed the period of strikes and 
unrest to the evil influences of 
foreign agitators. 

He stated that the best remedy 
against industrial unrest was for 
every man to work every day at 
something consistently and instead 


of idling his time away, to devote 
it to some trade and become a 
skilled mechanic. 

G. T. Fulghum of Wilson, 
North Carolina, made an appropri- 
ate response to the address of wel- 
come on behalf of the Association. 

The minutes of the organization 
meeting held in Raleigh, North 
Carolina, January 19, 1922, were 
approved as read by Secretary G. I. 
Ray, of Charlottle, North Caro- 
lina. 

The first address of the morn- 
ing session was on “Trade De- 
velopment” by H. C. King of Han- 
over Iron Works, Wilmington, 
North Carolina. Mr. King said 
that, in the past, sheet metal con- 
tractors have dreaded publicity and 
as a consequence have kept the 
people ignorant regarding the dif- 
ferent uses of sheet metal work. 

He urged them to push them- 
selves to the front and to put their 
business on a high plane of effi- 
ciency. 

S. J. McNieve of the W. F. 


AND HARDWAR* 
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Potts, Son and Company, Phila- 
delphia, Pennsylvania, spoke on 
“Promoting Sales,” and empha- 
sizes the need of cooperation be- 
tween the jobber and contractors. 

He advised the sheet metal con- 
tractors to study roofing from 
every angle and to become expert 
in their line. With the knowledge 
thus acquired, he said, they could 
effectively go out after business, 
conscious of their ability to give 
the highest kind of service and 
workmanship. 

“Trade 
cussed from various points of view 
by Walter Budd of Budd-Piper 
Roofing Company, Durham, North 
Carolina. He said that the roofers 
were to blame for losing a large 
part of the legitimate business of 
their craft. If they would work 
together more earnestly with the 
jobbers and manufacturers and do 
their part in promoting the indus- 
try they would regain much of the 
lost ground. 


He counseled liberal use ° of 
printers’ ink, attractive window 
displays, and persistent advertising 
in general. 


Protection” was dis- 


Speaking on the subject of bene- 
fits to be derived from the Asso- 
ciation, J. A. Piper of the J. A. 
Piper Roofing Company, Green- 
ville, South Carolina, declared 
that “we have spent a lot of time 
in the past developing will power 
instead. of won’t power. This was 
particularly true where work was 
estimated on and a lot of men did 
their competitors injury through 
not having the backbone to say ‘I 
won't take this job when there is 
no profit.’ 


“If the ‘won’t power,’” he con- 
tinued, “were used more vigorous- 
ly the cutting of prices of work be- 
low cost would be overcome to a 
very great extent.” ° 


He asked the sheet metal con- 
tractors if they were not worthy 
of their hire. “If you are worthy 
of your hire,” he reasoned, “you 
should at least charge in propor- 
tion to your worth and instead of 
existing you should make some 
headway. Thus you will ultimate- 
ly place the sheet metal industry 
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along with the leading industries 
of the world.” 

The practical way to overcome 
indiscriminate selling was pointed 
out by C. M. Lymun of the Inter- 
national Heater Company of Utica, 
New York, who stated that the 
policy of his house was to deal 
through legitimate channels. 

He pointed out that, owing to 
the lack of cooperation on the part 
of the sheet metal contractor, some 
manufacturers were selling. direct 
to the consumers. 

This undesirable state of affairs, 
he explained, could very easily be 
rectified and the conditions of in- 
discriminate selling overcome by 
the right kind of earnest, sincere 
cooperation between the sheet 
metal contractor and the manufac- 
turer. ° 

A representative of the Rudy 
Furnace Company, Dowagiac, 
Michigan, gave a very enlightening 
talk on the proper installation of 
warm air heaters. He stated that 
in the North Carolina section of 
the country inside air circulation 
was practically ‘being installed 
everywhere and that a warm air 
heating plant properly established 
and given adequate area of pipes 
would be the best factor in the 
rapid development of the warm air 
heater business. 

A general discussion then took 
place on the matter of trade pro- 
tection and the directors of the 
Sheet Metal Contractors’ Associa- 
tion of North Carolina were au- 
thorized by the delegates present 
to define what part of the sheet 
metal trade constitutes the legiti- 
mate sphere of the sheet metal 
contractor. The directors were 
asked to make a report of their 
definitions to all the members of 
the Association through the Secre- 
tary of the, Association. 

Lien rights and protection which 
the North Carolina state law gives 
to the sheet metal contractors were 
briefly described by J. H. Rawls. 

Following Mr. Rawls, O. C. Cox 
explained the law in detail to the 
assembly. 

The afternoon session began with 
a demonstration of overhead ex- 
penses by G. J. Clautice, Treasurer 


of Lyon-Conklin Company, Balti- 
more, Maryland. 

He asserted that the average 
sheet metal contractor does not 
know what overhead’ expense 
means, but works all day and at 
night to keep his books and attend 
to his correspondence and yet 
maintains that he has no overhead 
expense. 

Mr. Clautice stated that sheet 
metal contractors, with one excep- 
tion, were the greatest credit risks 
in the business world—largely be- 
cause they had not yet acquired the 
habit and practice of accurate cost- 
finding. 

Mr. Clautice then took up the 
subject of metal roofing and 
showed some portions of different 
types of roofing which had been 
under fire and struck by lightning. 
In none of the instances had the 
house covered by sheet metal and 
having rain water pipe and gutters 
ever been damaged. 

The reason for this, he ex- 
plained, is that a metal roof is a 
protection against lightning, where- 
as other roofs were easily con- 


sumed by fire, especially those of. 


wooden shingle construction. 

He showed slides where metal 
roofs and flashings remained in- 
tact when the building had been 
almost completely destroyed be- 
neath them. 

Another advantage of metal 
roofs mentioned by Mr. Clautice is 
that there is no fire hazard from 
fire brands or sparks falling on 
roofs of this material. 

A very instructive talk on ad- 
vertising was then given by F. B. 
Tuttle, Greensboro, North Caro- 
lina. He stated that in order to 
advertise successfully a man must 
know the article he is selling and 
know the merits of the article over 
that of competing articles of the 
same type. 

He gave it as his opinion that 
most of the sheet metal trade could 
be secured through association. with 
the architect and general contrac- 
tor but that if some specific part 
of sheet metal construction is to be 
pushed newspapers and magazines 
are a good medium through which 
to reach the public and new busi- 
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ness can be secured in this way. 

Mr. Tuttle said that there is 
never any justification in misrepre- 
senting the quality of the goods 
or deceiving the public. 

He expressed as his conviction 
that a man should set aside two 
per cent of his gross business in- 
come, and charge it to overhead if 
he wished, for advertising pur- 
poses—although such an expendi- 
ture is in his judgment really an 
investment. 





“The public will patronize you,” 
declared Mr. Tuttle, “if you base 
your advertising on goods of qual- 
ity and make your service and 
workmanship equal always to the 
promises of your advertising.” 

At the conclusion of Mr. Tut- 
tle’s able and illuminating address 
a committee consisting of G. T. 
Fulghum, J. H. Rawls, and W. P. 
Budd, was appointed to codperate 
with other trade councils in seeing 
that the lien laws of the State of 
North Carolina are enforced and 
amendments recommended for the 
betterment of all the interests in- 
volved. 

The Convention then adjourned 
and left the matter of choosing the 
meeting place for the next annual 
convention to be decided by the 
officers and directors of the Asso- 
ciation. 

In the evening the delegates 
were entertained at the Liberty 
Club by local sheet metal contrac- 
tors, jobbers, manufacturers, and 
business men. 


Ohio Sheet Metal Locals 
Exchange Visits. 


In pursuance of the policy of 
exchanging visits for the develop- 
ment of closer fellowship in the 
trade, the Sheet Metal Contractors’ 
Association of Cincinnati visited 
the Columbus Local the second 
week in April. 

The Cincinnati delegation con- 
sisted of twenty-five members, and 
on the way they picked up half a 
dozen members of the Dayton 
Local. 


They were met upon their arrival 
in Columbus by a committee of the 
Columbus Local and escorted to the 
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Chittenden Hotel, where dinner was 
given at 6:30 p. m., attended by 
sixty-five visiting and local mem- 
bers. 

During the dinner the guests and 
members were entertained by vocal 
and instrumental music furnished 
by a company of artists headed by 
the Johnston sisters, who were in- 
troduced as natives of Cincinnati—a 
thoughtful tribute to the visitors 
from that city. 

After the dinner some interesting 
talks were made by both visiting 
and local members along lines of 
direct importance to the sheet metal 
industry. 


Adolph Munkel, President of 
the Ohio Association of Sheet 
Metal Contractors; was _toast- 


master for the occasion, and re- 
lated some amusing incidents and 
told good stories in the course of 
his introductions of the various 
speakers. 

“Dutch” Seifert, jovial Secretary 
of the Builders’ and Traders’ Ex- 
change, Columbus, Ohio, helped en- 
liven the evening with delightful 
tales of humor. 


All present agreed that they had 
spent an enjoyable and profitable 
evening. Several remained over the 
next day and spent.a»portion of the 
time visiting the places of Colum- 
bus members. 

The shop of W. J. Kaiser, Secre- 
tary Sheet Metal Contractors’ Asso- 
ciation of Columbus, Ohio, was 
used as the rendezvous and from 
there they were directed as to how 
and where to reach the places that 
they wanted to visit. 





“Hoot Mon” Tells How to Get 
Orders in Dull Times. 


To AMERICAN ARTISAN 
HARDWARE REcorD: 
When a person gets a lot of good 

out of a paper (which I do out of 

yours) he should take time to re- 
ciprocate no matter how busy he is. 
I just read the record sheets of 

Gundlach Sheet Metal Works. 

It’s good, but how about the lit- 
tle shop? 

Some time ago I requested you 
to print shop cards for small shop 

but it was lost in the shuffle so I 


AND 
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,doped out one that can stand im- 


provement but here it is. 

The items are printed to make 
the man use his head. 

He glances over them and is re- 
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dirty look your neighbor gives you 
om a rainy day? I'll tip you off; 
it’s acc't of your leaky gutters; he 
sees your neglect ruining his prop- 


erty as well as yours. Call Kildare 


Phone Kildare 8083 


CHAS. HAHN 


“HOOT MON” 
SHEET METAL: WORKS 
5146 Irving Park Blvd. 
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Model Shop Ticket for a Small Establishment. 


minded that the small items must 
ke reckoned with. 

It is triplicate for customer, shop, 
and timer. 

I -keep a display ad in the local 
paper and run small notices in local 
news in this style: 

“Hoot mon. D’j’ever notice the 


8083 and let harmony reign. ( Par- 
don the pun.) Chas. Hahn, Sheet 
Metal Works, 5146 Irving Park 
Boulevard.—Adv. 3.” 

I put aside $12.00 per month for 
advertising and no question but 
what I owe my steady work to ad- 
vertising. 








“We were going through a very 
dull period but I can keep one man 


and myself going all the time. 

I never had a dull time in seven 
years. 

The average small advertiser ex- 
pects too much at once. 

I use that “Hoot Mon” on every- 
thing (by the way, I got that idea 
from you fifteen years ago) and I 
have a large electric sign ‘Hoot 
Mon” outside and in every parade 
1 put a float with “Hoot Mon” until 
the words are so impressed on peo- 
ple’s minds that it means gutters, 
furnaces, boilers, and sheet metal. 

The big idea in advertising is 
persistency! 

Miss a meal and pay the printer. 

Keep your name before the peo- 
ple and remember three months’ ad- 
vertising may not bring an order, 
but three months and one day may 
bring one big job that pays for a 
year’s advertising. 

Don’t call your shop “The Re- 
liable” or some such name. 

It won’t impress anybody. 

But if you use a symbol like a 
hatchet and play up on that strong 
(you know what I mean—George 
Washington never told a lie stuff), 
then gradually your place will loom 
up out of the darkness of obscurity 
where most of the tin shops are 
hidden. 

CHARLES HAHN. 

Chicago, Illinois, March 31, 1922. 





Shows Results of Training 
in Sheet Metal Work. 


Visitors and delegates to the 
forthcoming convention of the Na- 
tional Association of Sheet Metal 
Contractors, May 16th to 19th, at 
Indianapolis, Indiana, who happen 
to be skeptical as to the practical 
benefits of training schools in sheet 
metal work are urged to visit the 
exhibit of the finished work of stu- 
dents in the sheet metal classes of 
the Carnegie Institute of Technol- 
ogy, Pittsburgh, Pennsylvania. 

They will see convincing proof of 
the work being done by the Depart- 
ment of Sheet Metal of Carnegie 
Institute of Technology, in creating 
better mechanics for the sheet metal 
trade. 
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Being naturally more closely in, 


touch with the achievements of this 
department of the Carnegie Insti- 
tute of Technology, the Sheet Metal 
Contractors’ Association of Penn- 
sylvania is fully alive to the advan- 
tages of this kind of training in 
sheet metal work. 

W. F. Angermeyer of Pittsburgh, 
Secretary of the Association, is es- 
pecially enthusiastic in his recogni- 
tion and advocacy of the course of 
training given by the Department of 
Sheet Metal of the Carnegie Insti- 
tute of Technology. 

In the accompanying photograph 
is shown a window display of work 


HARDWARE 
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belief that it wiil s:imulate the use 
of ornamental sheet metal. 

The large piece in the center of 
the display was taken from the 
cover design of the 1921 Conven- 
tion program as used in Pittsburgh 
the past year. 

“The drawings were made,” ex- 
plains Secretary Angermyer, “pat- 
terns developed, and work executed 
by second year night students in the 
Carnegie Institute of Technology. A 
copy of the program is placed just 
to the right of the window card 
showing the cover design from 
which the large center piece was 
developed.” 





SHEET METAL WORK - 





Window Display of Work Done by Students in the Carnegie Institute of Technol- 
ogy, Department of Sheet Metal, to Exemplify the Architectural 
Possibilities of Sheet Metal. 


done by the students in the night 
classes at the Carnegie Institute of 
Technology. 

The card in the window states by 
whom and where the work was 
done and also that Secretary Anger- 
myer’s apprentices and some jour- 
neymen attend the school and are 
equipped to do the class of work on 
demonstration. 

It is the intention of Secretary 
Angermyer, to continue these ex- 
hibits with a change about ever 
two weeks. : 

The display, he says, has attracted 
considerable atténtion and it is his 





Secretary Angermyer writes that 
in connection with the model sheet 
metal shop to be shown at the Na- 
tional Convention in Indianapolis in 
May, there will be an exhibit of the 
finished work of students of Carne- 
gie Institute of Technology, which, 
he feels sure, will attract favorable 
attention and acquaint visitors and 
delegates with the valuable work 
this school is doing for the trade in 
creating better mechanics. 





You can always tell what a man 
is by what he does when he has 
nothing to do. 














April 15, 1922 


Syringfield, Illinois, Local Has 
Good System for Meetings. 


An excellent system has been 
adopted by the Springfield Sheet 


Metal Contractors’ Association of - 


Springfield, Illinois, to stimulate 
and maintain interest in its meet- 
ings. 

A typewritten schedule of com- 
ing meetings and subjects for dis- 
cussion therein is mailed by J. A. 
Neuman, the energetic Secretary of 
the Association, to all the members, 
and frequent reminders in the form 
of postal cards and letters are sent 
out to keep alive the tonic effect of 
this schedule. 

The regular meeting set for Tues- 
day, April 18th, at 6:00 p. m. in 
St. Nicholas Hotel, Springfield, 
Illinois, for example, is to be de- 
voted to the general topic of warm 
air heaters. 





Sheet Metal Firm Is Given Full 
Directions for Tinting Copper. 


An inquiry has been received 
from the Bruno Martin Company, 
sheet metal and roofing contractors, 
Saginaw, Michigan, asking what 
acids to use and just how to color 
copper green without spoiling the 
copper. 

Inasmuch as the answer to the 
query will be of general service and 
information to sheet metal contrac- 
tors over a wide range of territory, 
an authoritative answer is given to 
the query by quoting the following 
clear, brief and simple instructions 
furnished in a bulletin of the Cop- 
per and Brass Research Association, 
New York City: 

It is often desirable on copper 
work to produce in a short time the 
rich green tint which comes only 
after long exposure. 

A method for obtaining this ef- 
fect in 24 hours is given in the No. 
7 bulletin of the Copper & Brass 
Research Association, 25 Broadway, 
New York, as follows: 

“Patina” is the little-used word 
which designates the rich green tint 
produced by oxidization on the sur- 
face of copper or bronze. The or- 
namental effect of this coloring 
blends happily with modern archi- 
tectural practice. 
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The time it takes for copper to 
assume this color effect varies ac- 
cording to atmospheric conditions. 

Generally, the time required is 
from two to three years, although 
in some climates copper takes on a 
brownish hue instead of the beau- 
tiful green color. 

It is possible, however, by the fol- 
lowing simple, inexpensive process, 
to obtain the pleasing green tint in 
twenty-four hours: 

After the copper work is com- 
pleted make a solution of one pound 
of sal-ammoniac to five gallons of 
water; let it stand for one day and 
then apply it to the copper work 
with a brush. 

This application is allowed to re- 
main one day, after which just 
enough clear water should be 
sprayed on to moisten the copper. 

The same results may also be ob- 
tained by using a solution of one- 
half pound of salt to two gallons of 
vinegar. 





More Articles on Auto Radiator 
Repair Work Are Coming. 


As a source of steady income for 
the sheet metal shop, automobile 
radiator repairing compares favor- 
ably with any other branch of the 
trade. 

The work is not difficult to learn. 

By closely studying and practic- 
ing the lessons given in AMERICAN 
ARTISAN AND HARDWARE REcoRD 
by E. E. Zideck of New York City, 
the average mechanic can become 
very skillful in this department of 
the sheet metal craft. 

Additional lessons will 
lished in these pages. 


be pub- 





Gets Additional Patent on Parker 
Hardened Sheet Metal Screws. 


Of general interest to the trade is 
the news that an additional patent 
on Parker Hardened Sheet Metal 
Screws has been issued under date 
of March 28, 1922, to the Parker 
Supply Company, manufacturers of 
Parker Products, 785 East 135th 
Street, New York City. 

This patent embraces a number 
of claims covering the Sheet Metal 
structure itself. 

The previous patents on this item, 
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dated April Ist, 1919, covered the 
art or process of joining a plurality 
of sheets by means of a hardened 
screw so designed that it will cut its 
way into the sheets to be joined, and 
nffke a suitable fastening. 

The combination of these patents 
assure the patentees broad and com- 
prehensive protection against in- 
fringement in any form. 








Notes and Queries 














“Yale” Paracentric Trunk Lock. 


From M. L. Kistler, 77 North Street, 
Naperville, Illinois. ; 
Please tell me where, in Chicago, 


I can get the “Yale” paracentric 
trunk lock. 

Ans.—You can get it from the 
manufacturers, Yale and Towne 
Manufacturing Company, 77 East 
Lake Street, Chicago, Illinois. 
Address of Niagara Stove Company. 


From Stove Dealers Supply Company, 
310 Chestnut Street, Milwaukee, 
Wisconsin. 


Can you furnish me with the ad- 
dress of the Niagara Stove Com- 
pany ? 

Ans.—This firm has consolidat- 
ed with or sold out to the Marshall- 
Wells Company, Duluth, Minne- 
sota, who can furnish all parts for 
the “Niagara” stove. 

Patterns for Flat Bottom Steel Boat. 


From E. E. Philpott, 205 West Center 
Street, Warsaw, Indiana. 


Please advise me where I can 
get a pattern for a steel flat bottom 
boat fifteen or sixteen feet long. 

Ans.—H. F. Thompson Boat 
and Pattern Works, Decorah, 
lowa. 

Foreign Woods. 


From J. C. Graham, Grandville, Michi- 
gan. 


I would like to know where to 
get cuttings or blocks of foreign 
woods, such as’ boxwood, rose- 
wood, ebony, and mahogany. 

Ans.—C. L. Willey Company, 
2554 South Robey Street, Chicago, 
Illinois. 

Blue Annealed Lath Staples. 


From C. E. Walters Company, 248 
Lincoln Highway, DeKalb, Illinois. 


Will you kindly inform us 
where we can get blue annealed 
lath staples. 

Ans.—American Steel and Wire 
Company, 208 South LaSalle 
Street, Chicago, Illinois. 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. 


Report of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


HEAVY EXPORTS ARE THE 
FEATURE OF COPPER. 


Tuesday, April 11th, a total of 
10, 212,160 pounds of copper were 
shipped abroad through the port of 
New York. 

The bulk of the shipments was 
consigned to Germany. 

Thus far in April, 19,427,520 
pounds of copper have been ex- 
ported from this country. 

The present surplus of copper is 
the smallest since the great war 
time demand ceased with the end 
of hostilities. 

On January I, I919, after the 
accumulation began to dwindle, 
the producers held 839,000,000 
pounds above the ground, but this 
stastistical fact tells only part of 
the story of material available in 
excess of prevailing demand. 

Besides, 630,000,000 pounds 
were still in the hands of the Gov- 
ernment and 800,000,000 pounds of 
scrap stood between the consum- 
ers and a copper famine. 

The feeling in copper circles is 
more optimistic at the moment 
than in months, although so far 
as prices go there has been no par- 
ticular change. 

Electrolytic and Lake copper are 
both quoted around 13 cents a 
pound, delivered. 

For one thing, March business 
better than the scat- 
during the 


was much 
tered information 
month indicated. 

It is now figured that 
aggregated upwards of 200,000,- 
000 pounds. 

With rumors current of large 
orders from abroad in the making 
and an acknowledged improvement 
in all lines of manufacturing in this 
country, copper producers feel 
that the turn has come in the mar- 
ket. 

The announcement of resump- 
tion by the porphyry coppers this 
month is a reflection of- the in- 


sales 


creased demand for copper here 
and abroad. 

lf the producers act cauttously 
there is no reason to doubt the 
wisdom of this action, as smelter 
stocks are low today. 

Tin. 

Violent price fluctuations char- 
acterize the tin market as a conse- 
quence of speculative activities in 
London. 

Since Friday, April 8th, when 
the advance started, there have 
been hardly any inquiries from 
consumers, and while buyers con- 
tinued to purchase other metals 
such as copper, zinc, lead and 
antimony while the prices were go- 
ing up they have not done so in the 
case of tin. 

Tin also differs from the other 
metals in the respect that it does 
not command a premium for future 
deliveries. 

July and August deliveries may 
be had at the same price as prompts 
while zinc is being quoted at an 
advance of 1 per cent per month. 


Solder. 


The quotations on solder now in 
effect in the Chicago market are: 
Warranted, 50-50, per 100 
pounds, $21.25; Commercial, 45- 
55 per 100 pounds, $19.75: and 
Plumbers’, per 100 pounds, $18.50. 


Zinc. 

The zinc market is very strong, 
and the St. Louis price ranges 
from 4.90 to 4.95 cents, while the 
nominal New York spot quotation 
is 514 cents per pound. 

Joplin advices state that heavy 
buying advanced prices of zinc ore 
the past week, and that two weeks’ 
buying has exceeded three weeks’ 
production, while continued strong 
demand seems likely. 


Lead. 


Lead producers have become 
very sparing in their offerings of 
May lead. Their sales for that 


month’s delivery are already 
large, and in most cases they will 
book only regular customers for 
their assured requirements, even at 
4.90 cents East St. Louis. 

June is inquired for but will not 
be offered to any great extent till 
May arrives. 

There is more prompt lead offer- 
ing today in the outside market, at 
around 4.87% cents to 4.90 cents. 


The demand for prompt lead, 
however, in the West is active and 
there are numerous inquiries for 
carload lots from consumers, who 
evidently find difficulty in supply- 
ing themselves from their usual 
sources. 


Sheets. 


In the Chicago district the re- 
cent advance of $3 per ton on all 
grades of sheets has been held to 
firmly. 

Demand is excellent from all 
quarters and consumers are provid- 
ing for their requirements farther 
into the future than formerly. 

The Inland Steel Company is 
sold up for its entire production to 
July 1. 

Its sheet department has been 
running at capacity for several 
months. 

The best estimate seems to be 
that slightly more than 85 per cent 
of all the sheet mills are in opera- 
tion, which would probably mean 
a production of 90 per cent or a 
trifle more of normal capacity, for 
capacity can not be taken as equal 
to the output of 100 per cent of 
the sheet mills since it is prac- 
tically impossible to keep every 
sheet mill in operation continu- 
ously. 


All the sheet mills, so far as 
known, are well stocked with coal, 
though it is improbable that the 
average mill has enough stock of 
coal to equal its sheet obligations, 
not because the stocks of coal are 
not large, as such stocks go, but 
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because the mills are very we!l sold 
up. 

From the present outlook the 
governing factor will hardly be 
coal for operating sheet mills but 
will rather be steel supply or trans- 
portation. 

It is doubtful just now whether 
steel will be produced in sufficient 
tonnage in the next two months to 
cover all requirements, and if 
there is not enough the various 
finishing industries, including the 
sheet industry, will have to yield 
their respective shares. 

As to transportation, it would 
not take a great deal to make box 
cars scarce, thus affecting deliveries 
of sheets, but of course if there 
were no difficulty but supply of 
box cars the production would go 
on as the mills could stock. 


Tin Plate. 


The leading interest is operating 
at 80 per cent of total capacity and 
the independents at 8&5 per cent, 
which would make an average of 
83 per for the whole industry. 

The tin plate mills are fairly 
well sold up and are indisposed to 
increase their commitments just at 
this time, the result being that 
prices are quite firm. 

The regular asking price is $4.75. 

In the event of a scarcity it is 
unlikely that the typical tin plate 
producer would be disposed to ad- 
vance the price. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $13.50 to $14.00; 
old iron axles, $19.50 to $20.00; 
steel springs, $13.25 to $13.75; No. 
1 wrought iron, $12.00 to $12.50; 
No. 1 cast, $13.50 to $14.00 all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light coppers, 714 cents; 
light brass, 4 cents; lead, 3% cents; 
zinc, 2 cents; and cast aluminum, 
9% cents. 


Pig Iron. 

Everything in the iron trade this 
week has been on the right side, ac- 
cording to the weekly report of the 
Matthew Addy Company, Cincin- 
nati, Ohio. 
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There is a swelling volume of 
business that keeps growing from 
day to day. 

In the steel end of the trade it is 
particularly in evidence. 

The mills are all running on good 
orders—and there have been ad- 
vances in price. ' 

Pig iron consumption is growing 
and sales have been large. 

The Matthew Addy Company’s 
review of the situation is corrobo- 
rated by the weekly report of 
Rogers, Brown & Company, Cin- 
cinnati, Ohio, who say: 
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“The pig iron market during the 
past week has been an extremely 
active one and. as the stocks on the 
furnace yards are light, the activ- 
ity is reflected promptly in advanc- 
ing prices. 

“In the Birmingham district little 
iron is available for shipment prior 
to May ist and only a limited 
amount before July 1st. The mar- 
ket is quite firm at $16.50, with 
some of the leading interests pre- 
advance of 50 


dicting an early 


cents.” 


Production of Steel for March Shows a Gain 
of 746,325 Tons Over the February Output. 


The Present Rate of Operation Is the Greatest in Two 
Years and Is Likely to Continue for a Long While. 


CCORDING to the statistical 

report of the American [ron 
and Steel Institute, steel ingot pro- 
duction for March by thirty com- 
panies, representing 84.2 per cent 
of the country’s capacity, amount- 
ed to 2,370,751 tons, an increase cf 
625,729 tons over February’s out- 
put. 

Assuming that 
reporting operated at the same rate, 
March output for the entire coun- 
try amounted to 2,815,618 tons, a 
gain of 746,325 tons, which com- 


those mills not 


pares with an increase of 676,793 
tons during the month preceding. 

This was by far the best month 
since late in 1920, and the rate of 
output averaged slightly under 60 
per cent of capacity, with the lead- 
ing interests doing about 67 per 
cent, and the independents 53 per 
cent. 

Since then mill operations have 
been steadily gaining, and today 
average 70 per cent of capacity 
with the corporation doing about 

Today’s rate of output is greater 
than at any time in two years, and 
exceeds the average for the two 
best pre-war years, 1912 and 1913. 

Wire bars advanced $2 during 
the week to $38 a ton. 

Steel casting makers, however, 
adopted new _ discounts which 
represent an average deduction of 
$2 per ton. 


Practically all the strip mills 
have reduced hot rolled ton 1.90 
cents Pittsburgh. 

The Republic Iron & Steel Com- 
pany followed by several other in- 
dependents, advanced spike prices 
to $2.25 for standard railroad 
spikes and 2.50 cents for small 
spikes, and it is expected that the 
whole market will stabilize at these 
quotations shortly. 

The composite price of finished 
steel products during the week has 
advanced from 2.073 to 2.104 cents 
per pound. 

The volume of equipment orders 
by the railroads continues to swell 
and the New York Central con- 
tracted for 19,000 freight cars dur- 
ing the week, the largest order in 
four years, while inquiries are out 
for an aggregate of 25,000 cars and 
300 locomotives. 

During the first quarter of the 
year, orders were placed for 36,- 
Janu- 
ary 11,000, February 14,520 and 
March 11,175. 


695 freight cars as follows: 


There were 395 passenger cars 
and 49 locomotives ordered during 
March, while within the past few 
days -42 locomotives were pur- 
chased. 

The recent increase in volume of 
structural steel orders is well sus- 
tained. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 
publication containing Western Hardware and Metal 


is the only 


prices corrected weekly. 





METALS 





PIG IRON. 


Chicago Foundry ...20 00 
Southern Fdy. No. 2, 22 16 to 22 56 
Lake Sup. Charcoal..26 00 to 29 00 


Malleable ........«. 20 00 
wine? Qe4lrt BRIGHT 
PLATES. 

Per Box 
Ic 14x20 112 sheets $10 00 
Ix re oe 2 
Ixx BEMEO. cocccece -- 13 60 
IXxxX 14x20..... cece 13 90 
IxxxxX 14B30. cecces cae. 2 
Ic 20x28..... cvvesse OO 
Ix 20x28... ccocce Ee 
Ixx a -- 35 20 
Ixxx BOBS. c cccsecses 27 80 
es a rere 30 50 


COKE PLATES. 


Cokes, 180 Ibs.... 20x28 $11 80 
Cokes, 200 ibs... 20x28 12 00 
Cokes, 214 lbs....IC 20x28 12 35 
Cokes, 270 Ibs....IX 20x28 14 10 
BLUE ANNEALED SHEETS. 


Base ...........per 100 Ibs. $3 38 
ONE PASS COLD ROLLED 
BLACK. 


No. 18-20.......per 100 ibs. $3 95 


We. 93-96... ices per 100 lbs. 4 00 
No. 26........--per 100 Ibs. 4 06 
No. 27.........-per 100 Ibs. 4 10 
We. BB. rcoccecce per 100 Ibs. 4 15 
No. 29..........per 100 Ibs. 4 25 
GALVANIZED. 
HO. WMeccceceesd per 100 Ibs. $4 40 
No. 18-20.......per 100 Ibs. 4 55 
No. 22-24.......per 100 Ibs. 4 70 
No. 26.........-per 100 Ibs. 4 85 
BO. Blo ccccccccs per 100 Ibs. 5 00 
No. 28..........per 100 Ibs. 5 15 
No. 30..........per 100 Ibs. 6 65 
BAR SOLDER. 
Warranted. 
a ee per 100 Ibs. $21 25 
Commercial, 

Oe. oteesskn per 100 lbs. 19 75 
Plumbers ...... per 100 lbs. 18 50 
ZINC. 

Dr 6060 6a<deeus sh weuk 5 40 
SHEET ZINC. 
Geeks lets, GOO. .cccccvecices 84%c 
Less than cask lots.......... 9c 
COPPER. 
Copper Sheet, mill base....$0 20 
LEAD. 
Mmmerieas Pig .ncccccecvcsse $5 40 
DE shese bow cee dd 2 cednnheus 6 20 
Gheet. 
Pull cofle ...c0. per 100 lbs. 8 00 
Ce COONS. .60<< per 100 lbs. 8 25 
TIN. 
gf eee per 100 lbs. 34 10 


Bar tin ..ccccse. per 100 lbs. 36 10 


HARDWARE, SHEET 
METAL’ SUPPLIES, 
WARM AIR HEATER 


FITTINGS AND AC- 
CESSORIES. 
ADZES. 
Coopers’. 
Barton’s ...... ovens eoncneee 
WIRES ccccccccccccccces ---Net 
AMMUNITION. 


Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 


POGGEE cccccccccccccccecde 
Winchester. 
Smokeless Repeater 
PRED coccccccceccoeD & 4G 
Smokeless "Leader 
Grade ...... coccceee dO & 4% 
Black “Powder ccoocccese & 6® 
U. M. C. 
Nitro Club ....... 202-20 & 4% 
ATTOW ccccccce cocccecne® & 4G 
New Club ..cccccccces 20 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7% 
9-10 gauge 10&7% 
e 11-28 gauge 10&7% % 


ASBESTOS. 


Paper up to 1/16.. .--6c per Ib. 
MOUROGTE .cccccseces 4c per lb. 
Millboard 3/32 to %- .+-6c per Ib. 
Corrugated Paper (250 

sq. ft. to roll).....$6.00 per roll 


RK 


AUGERS. 
Boring Machine 40 @ 40&10% 


Ca CEO WD ccceccccs +00 oF % 
Hollow. 

Bonney’s........ per doz. $30 00 
Post Hole. 


Iwan’s Post Hole and Well 
ars aye fg and 56% 


Vaughan’s, 4 to 9 
without handles ay doz. $14 00 


AWLS. 
Brad. 


No. 3 Handled...per doz. se 6d 
No. 1050 Handled 40 
Patent asst’d,ito4 “ 85 

Harness. 

Common ...... ° heed doz. $1 05 
Patent ....60% ° 1 00 

Peg. 

Shouldered ..... - 1 60 
Patented ....... ” 76 
Scratch. 


No. IS, ~ weed 
-per doz. $2 50 


Pratt, list SEB. 0 20a 85-40% 
No. 7 Stanley... -per doz. $2 26 


AXES. 


First Quality, Single 
Bitted (unhandled), 3 to 
4 lb., per doz...........-$11 00 
Good Quality, Single 
Bitted, same peerer aed 
Gs cb astaceveseee eves 10 00 


Sight Spring..... List less 25% 
Straight ....%....List less 25% 


BARS, WRECKING. 


V. & B. NO. 12....00+22+0+.80 46 
V. & B. NO. B4.cccccccecees 0 76 
V. & B. No. 324.......-+.+ - © 80 
V. & B. No. 80......-+--+++ 0 85 
V. & B. No. 8380........2-+- 0 90 
BEVELS, TEE. 


Ya Rosewood handle, ms 


stanley’ iron handle.........Nets 
BINDING CLOTH. 


BIMS ccccccccesecccesosecece can 
REE coccecvecccocososcesosse 
Brass, plated ........ és acced 60% 


BITS. 


Auger. 
ae ro Pattern...........Net 


OPE CaP. ccccccccccccccde te OF 
Fora’ Ship......+.+.+--35% Off 
Trwin sone cccceccceeee 


Russell Jennings.......iless 10% 
Clark's Expansive. veces s88%% 


DemOeP ccccccccccccccccscccone 


Countersink. 
American Snailhead ” 1 75 
- Rose ... = 2 00 
= Wee vee = 1 40 
Dowel. 
Russel Jennings ......plus 20% 
Gimlet. 


Standard Double Cut Gross $8 40 
Nail Metal Single 
Cut ......Gross $4 00—$5 00 


Reamer. 


Standard Square.. 

American Octagon.. 
Screw Driver. 

No. 1 Common....... Each 18c 

No. 26 Stanley........Each 70c 


BLADES, SAW. 


oy $2 50 
2 60 


Wood. 
Atkins 30-in. 


OB. ccccee 40 26 
$8 90 $9 45 $5 40 

Diston 30- bong 

Nos. 


"$9 45 $10 “Os $9 “s 


BLOCKS. 

WER nc c0tsackécccececocsse 
POCO cccccs S4es Saeeeocenes 20% 
BOARDS. 

Stove. Per doz. 
26x26, wood "y-- ere 6 
28x28, - 16 95 
30x30, % = «+. 19 00 
26x26, paper lined....... 15 
28x28, - reer ae fF 
30x30, ™ oF -wenewen 10 80 

Wash 


No. wee, Banner Globe 

(single) .......per doz. $5 25 
No. 652, Banner Globe 

(single) .......per doz. 6 75 
No, 801, Brass King, per doz. 8 25 
No. 860, Single—Plain 

PU cacesccesesecess OB 


BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, %x6 
and sizes smaller and 
GRerter .ccccccceces 60 & 10% 
Carriage sizes, larger and 
longer than %x6........ 60% 
Machine, %x4 and sizes er 
er and shorter...... 65 & 19% 
Machine, sizes larger and 


longer than as --60& soa 
BtOVE wcccccccccces ee eeccese 
Mortise, Door. 
Gem, FOR ccccccccccccccceces 6% 
Gem, bronze * piated ino er 
Barrel. 
Cast .cccce in0ne+eensens 66 


Wrought ...ccccccccccccseces 
Wrought, bronzed ......... “ 


Flush. 


WrOUER .cccccccccccccccccGt 
Spring. “ 
Wrought ..cccccccccccccces 
Wrought, heavy ........ — 
Square. : 
Wrought sebeceooveceseos * 
wouns. 

Mail. 

Per dos. “sis” 00 $23" 00 $29 00 
Cast Iron. 

Per GOS. ....0<- soceceseesee Oe 
Mitre. 

Stanley’s. sda i te slo Net Prices 


Stearns, No. 2..per doz. $48 00 
BRACES, RATCHET. 


Goodell- Pratt No. 408.......$4 60 
No. 410....... 4 80 

- -” No. 412....... 5 00 
Vv. & B. No. 444 8 in....... -- 4 66 
V. & B. No. 338 8 in......... 4 30 
V. & B. No. 222 8 in.......-. 4 00 
Vv. B. No. 111 8 in......... 3 50 
V. & B. No. 11 8 in......... 3 06 


BURRS, RIVETING. 


Copper Burrs only. 50% above pet 
Tinners’ Iron Burrs only. 
BUTTS. 

Steel, antique copper or dull 

brass finish — case lots — 

Seat. - -0aP dozen pairs $2 Be 

GBS ccccee 
Heavy Bevel steel inside 

sets, case a 4 

r dozen sets 7 60 

Steel bit "keyed. vewes door 

sets, each .... 1 80 
Wrought. brass “bit * keyed 

front door sets, each.... 3 26 
Cylinder front door sets, 

GOBER ncccce ecco ecccoscoce FT @ 


CALIPERS. 
Dewble cccccccccecvececce coos cet 
vies” and Outside. beececdses rs 
CARRIERS. 


Hay. 
Diamond, Regular...each, nets 
Diamond, Sling...... “ “4 


CASTERS. 
Standard—Ball Bearing, 


eee etree ener eer eeeee 


Common Plate. 


Brass Wheel 
= 1. - porcelain wheels, 


0 & 10% 
see ee 40% 


list ecccseseocooel 
Philadelphia Piate, new 
BE cccccccceccsccccoecc] oO 
Martin's eeeeseenes coccece eG 
CATCHERS, GRASS. 

No. 1608. ..ccccee POF doz. $13 26 
MO. WB. ccccccese 4 01 
CEMENT, FURNACE. 
American Seal, 5 Ib. cans, net $0 45 

10 lb. cans, “ 90 


- “ 2651b.cans, “ 1 87 
Asbestos, & Ib. cans..... “ 45 
Pecora, 5 lb. cans..... “ 45 

- 10 Ib. cans..... “ 90 
” 36 th. GOES... * 1 BT 
CHAINS. 
Breast Chains. 
With Slide ....doz. pairs, $5 50 
Without Slide. . 5 06 
Doubleslack ... - 9 35 
With Covert Snaps “ 6 38 


Picture Chains. 
Light brass, 3 ft..per doz. 1 26 
Heavy brass, 3 ft. 1 75 


Sash Chain. (Morton's) 
Steel, per 100 ft. 


Champion Metal.—Extra Heavy. 
BE ccccse -$9 50 
Cable Sash Chains. 
eer List Net Plus 15% 
CHALK, CARPENTERS’. 
ORD cecceccece +++-Per gro. $3 00 
R 2 00 


eeeeeeee 


bain tr “ 1 80 
Common White wrrengs 
GUAPO ccssces * 0 30 


CHIMNEY “TOPS. 
In bags...... ++ee+-Per bag $1 80 
CHECKS, DOOR. 


Corbin ...c- ccccccccccccclnet List 
.-Net list 


Cold. 


Good quality, a in., each se 44 
in., 0 28 


Diamond tes 


Vv. & B. No. 15, % in....... 0 28 
Vv. & B. No. 15, % in....... 0 48 


Firmer Bevelled. 


Round Nose. 

V. & B. No. 65, % Im........ 0 38 
Vv. & B. No. 65, % Iin...... ~. 0 44 
Socket Firmer. 

Cape. 
Vv. & B. No. 50, % in..... 0 29 
Vv. & B. No. 50, % in..... 0 64 


CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
Drivers........List less 35-44% 
Yankee, for Yankee Screw 
RT ft 
CHURNS. 
a ~ ° a0 Wood, 


Each sonsces@ 00 c 60 ‘ *s6 
Belle, Barrell. --65 & 1%% 


Common Dash, 
OE. scceseces 5 7 
Per apt ety 00 19 00 


LAMPS. 


eeeeeseees 80% 
seecereees 30% 


-+-20% 


Cc 
Adjustable. 
Martin’s ....+.+. 
No. 68, Screw.. 
Cabinet. 
BOTOW cccccccccccecccces 
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> 
Carpenters’. 
Steel Bar..List price plus 20% 
Makers’. 
2%- ~inch. Peer doz. . 7 LB 


@ Soleus 2 38 00 
12 o canon e = 42 00 
Hose. 
Sherman’s brass, %-inch 
MP GOR. ccccceccccece -$0 48 


Pp 
—— tracs, “™%- -inch, per 


Saw Filers 
Wentworth’ s, No. 1, $3.50: No. 
2, $18.25; No. 3, $16.2 


CLAWS, TACK 
Wood hdl. No. 10. .per doz. $1 15 
Forged steel, wood hdl. 2 15 





BOS GOOSE ccccccccce 3 26 
GORE cocccccccescsce ™ 50 
CLE 
Malleable ......ee-eeree++-106 Ib. 
CLIPPERS. 
as (Qasctas. 
Tee Tr ET Ss sl 
No 7 90066sseeaseceessea BD 
Bs Dacscscce cocccccccce 6 BS 
CLIPS. 
Axle oseeées ccccecesce COREG 
Damper 
Acme, an tail pieces, 
OOP TOE, 4660060605 00000 $1 25 
Non Rivet tail pieces, 
fe ere 25 
Nén Rivet GIBB. ...0c0000 90 
SN 64058 605 6a nten buc 
COLLARS, STOVE PIPE. 
Lacquered. 
Inches......... 5 6 7 
Fancy ee, 
per doz......65c T5c $4 00 
COMPASSES. 
Carpomters’ : ...ccccces naenee 15% 
COPPERS—Soldering. 
Pointed Roofing. 
3 lb. and ener. ++ -per, Ib. 40c 
2 lb.. 48c 
2% Ib . 45c 
1% __“ehieap aba Oita toate ” 55c 
1 Wn0 0440600080666 ee = 60c 
CORD. 
Picture. 
Wee. WU wctenctece 60 & 56% 
Sash, 
ek OO Bb spsnneces per Ib. 65c 
Common, No. 7.. = 40c 
COTTERS, SPRING. 
ZR GROEN occdcceceessic - 87% % 
COUPLINGS, HOSE. 
Ns. 640 oneness en per doz. $2 25 
CUT-OFFS 
Standard gauge..........++.. 35% 
BS BORG. cncccdkonnees ccccce BO® 
CUTTERS. 
Glass. 
eee ere --Net 
Meat. 
Enterprise—Nos. 5 12 
Each -$2 50 rs 25 $3 76 
Nos. 22 
= -$6 50 $8 650 
Pipe. 
Reuader’s, Nos. 2 3 
"Fe ooee 185 275 6 75 
Slaw and Kraut. Per doz. 
4-knife Kraut...... $20 00-85 00 
3-knife Kraut, 
Se Gs st eceeoce 13 00-18 00 
1-knife Slaw....... 2 60 
2-knife Slaw.... 3 00 
CGE ccccncces . 11 00 
DAMPERS, STOVE PIPE. 
Diamond. 
GG ccceecessa per doz. $1 50 
DIGGERS. 
Post Hole. 
Iwan’s Split Handle 
(Eureka) 
4-ft. Handle..per doz. 156 00 
7-ft. Handle..per doz. 20 00 
Iwan’s ~~ pattern, 
per eesseeesececes 18 00 
Dividers, Wing the eenewne -- 25% 
DRILLS. 
Bench, 
as ~ eed Twist (New 
ee asceene ococcseocccce oO 
a. ast. 
Millers Falls No. 12, vend 
Ko6-an ee ead eee <ue 45 60 
Millers Falls No. 112, pe 
0666600000086 a 00 
“a 
Goodell’s Automatic. 
WO. O8.ccccccccess -each $1 60 
No. 03...... 2 00 
Goodell-Pratt No. 4%. reach 3 00 
Goodell-Pratt No. 379. 4 00 
Reciprocating 
Bese occccccce os * Be 
DRIVERS, SCREW. 
Standard .ccccccccccecccccs Ow 
EAVES TROUGH. 
75-10% of Standard List. 
SEOOP ccocccess eeceecccece oc. Net 


ELBOWS—Conductor Pipe. 
Galvanized Steel, Tin and Terne 
Piain Round or Round Corrugated 

2 to 6 inch, Std. gauge. .60-10-5% 





2toé6é inch, 26 gauge...40-10-5% 

2to6éinch, 24 gauge...15-10-5% 
MUNN «464060005560 60000n5404 Net 
Square Corrugated. 

Standard oe. oeeee - 45-10-5% 

26 gauge. ° -80-10-5% 
Milcor ese ecececese Net 


ELBOWS—Stove Pipe. 
l-piece Corrugated, Uniform. 


OZ. 

De. on0e0dedeccdentenesodne ae 
COMBED coccceccccsccccsceses & OD 
TREE coccocsoceseces coccee 8S OO 

Uniform, Collar Adjustable. 

Doz. 

5-inch .... coccccccooceege OO 
SG secenesese TTT TITTY -- 2 00 
TIMOR ccccce eoveccooccece -. 2 40 

FACES, woop. 

50% off list. 
FASTENERS, STORM SASH. 
Shroeder’s ........ per doz. $1 60 
BORGES cccccecsece - 8 00 
FENCING. 


Lawn fence, single space, 


36-inch .. cccccccces 9 19 
Lawn fence,  singie agate, 
GB-imGR ccccccces 10 30 
Lawn fence, doubie space, 
36-inch eoneeses 12 fe 
Lawn fence, doubie space, 
42-inch ..... 18 7. 


Field fence, 26- inch, ‘No. “i0 
top and bottom 12 filling 26 bu 
Same, 6 filling..........- 83 83 
Field fence, 32-inch, No. 10 
top and bottom 12 filling 30 34 
Same, 6 fillinmg........... 39 41 


FILES AND RASPS. 


Heller’s (American) ......60-5% 
AMeTICAN .occcceeseeceess -60-5% 
Arcade ... eccecece 60 & 10% 
Black Diamond covcececoes 60-5% 
PD noc 6naeseuen ees «++-60-10% 
Great Western ......... 60 & 10% 
Kearney & Foot...... ---60 & 10% 
McClellan ...... cocccess 60 & 10% 
PEUSMGINOR cccecescccccesceses 60% 
BAMORES .ccccccccccccesccccss 60% 
J. Barton Smith........ 50-10-6% 
mW sscuhencene cccceccccdeee same 
FIRE POTS. 
Clayton & Lambert’s— 
GOO n<ccesapocess $4 00 & $6 00 
Gate City, each..... 
GON coccccccses eee 
GALVANIZED WARE. 
Per doz. 
‘alls (Competsiten). 8-qt...$2 00 
10-qt. eeecccooee cocscee 8 86 
1 semaeabenene 2 60 
oo ceesegesoooosence 2 30 
wast” ei No. Bocscoce coos 6 SO 
> Bescseeccess coccccces TOD 
BO, Becoses eoceseses senate 60 
GARAGE DOOR HARDWARE. 
Stamey  cccccsecce e+eee.-- All net 
AUGES. 
Marking, Mortise, etc. os 
ebecewes oaecedes erent 
ire. e. 
Diestem’e .cccccicccccccccedb 
G 8. 
Discount ........ --65% and 10% 
GLASS. 
Single Strength, A and B, 
Gil GABOD .ccccccescecs 22002 -85% 
Double, Strength, A and B, 
Ql) GEOG .. cccccessccee +02 e85% 
GLUE. 
B Amber oneneseed per lb. 35c 
A white . $e6e0es8 Cc 
B@. 8S. Amber........ * $32c 
Liquid. 
Army & N&@VY....cccccccces 40% 
Le Page’s— 
Se TEs ccceees eee 3TH % 
Se. “Ee «ceanees eeee -36 % 
| Be ae ee --26 %&% 
GREASE, AXLE, 
Wo.d Boxes. 
Frazer’s ........ - oe. 18 00 
Hub Lightning.. ee 60 
Wood Pails, 


Frazer’s, 16 ib. $1.00; 25 Ib. $1.50 
each. 
Hub Lightning, 15 Ib. 30c; 25 Ib. 
$1.21 each. 
HAFTS, AWI!. 


Brad. 
Common ........per Joz. $0 36 
Peg. 
Patent, plain top ” 60 
Patent, leather top wi 80 
Common ideenede = 24 
PAtORt ceccccccees = 66 
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MMERS, HANDLED 
= Bach, net 


Blacksmiths, Hand, No. 
SE GM, conccccscepsceseecsen OF 
cers’, No. 1, 26 Mites 1 36 
ZF GBeccoves 3 GF 

Machinists’, No. 1, 7 oz.... 1 06 


Nail, 


vam, No. 41, 20 oz., 


1 46 

Vanadium, No, 41 %, is oz., 
GGG ccvcosese 1 46 
Vv. & B. No. ii%, 16 ‘ox., 
1 04 


eac eeees 
Garden City, “No. 111%, ié 


oz., each ..... coccccecce 77 
Tinner’s Riveting, No. 1, 8 
OB., COCR cccccscscccseses 80 
Shoe, Steel, No. 1, 18 oz., 
GEER cccccccese eocoeeccooe 73 
Tack. 
Magnetic, 
No. 6, each. .....+-65+- 1 00 


HAMMERS, HEAVY 
Farriers’ . 


"s, 
Single and Double Face.... 
HAND 


LES. 
Agricultural Tool. 
4%-inch, plain...per doz. $3 60 
Au 


uger. 
Common Assorted, per doz. $0 76 
Pratt’s Adjustable, Nos. 
1 & 2, per doz......... 00 
Ives’ Adjustable..per set 35 


Axe. 
Hickory, No. 1.. 
Hickory, No. 2. 

Ist quality, second growth 
Special white, 2nd growth 


00 


6 

1 
-per doz. : 00 

6 

4 50 


Chisel. 
Hickory, Tanged, Firmer 
Assorted ......... doz. 55c 
Hickory, word — 
Assorted .. - per doz. 70c 
Gaad GE cccccocecec cccccecGO® 
Drifting Pick.. coccccecc cf 
File, assorted...... .-per doz. 30c 
Hammer and Hatchet. 
No. 1, per doz............$0 80 
Second grouse “hickory, per 
GOR, cceccecece cccccccce & OO 


Hay and Manere Fork, Han- 
peeey Strap and Ferrule.. 
--per doz. $7 00 


Serew Driver. 

AOBOTEOE cccccccscccces each 6c 
Shovel and Spade........... -Net 
HANGERS. 

r. 
Matchless ......... cocccecoet 
Reliable ....... oeeeees Net 
TOO coccoccescce e 25% 
Garage 


Door. 
(See Garage Door Hdw.) 
Conductor Pipe. 


Iwan’s Perfection.......... 60% 
Milcor Perfection...... eobsec 
Eaves Trough. 
Steel hangers...... 
Triple twist wire. 
Milecor Eclipse.... 
Milcor Triplex........... ° 
Milcor Milwaukee 
HASPS. 
Hinge, Wrought, with staples Net 
HATCHETS. 
Per doz. 
Size No. 2 extra quality 
DE (5.6 snene0 20066060008 $16 00 
Gomecteve CREO cs ccusens 12 00 
No. 2 Warranted pve 12 00 
Competitive Forged ..... 8 00 


HAY RACK BRACKETS. 
Wenzleman’s — 1 
er doz. sets $18 00 
Wenzieman’s } 0. 2 


600see6 68 -Pper doz. sets 19 20 
" HINGES. 
Blind. 
Te Gravity 
eeee 0000 0¢es 006 per set 45c 
Ne acianscenkedte met 88c 
Gate. 
See 1 2 8 
Hes. & Ltch, ea. 85c 110 2 40 
Hinges only— 
po aed Tey TT TTT Tee $1 265 
band onussecaenees 1 65 
Latches only— 
St BeG0ne6c0veccees each 28¢ 
Bs, Beecccssccceve co * 980 
i7s1—8x3 cocvcccccce sO BB OO 
176324 x2% covcvce * 3-66 
Chicago oeeeee- Add 10% te, Hy 
GEER ~ coccccccccccecceces 
Matehleee .cccccccccccccces 0% 
New Idea......per gross $6 90 
Wrought 


Iren. 
Per 100 pairs with screws: 
Light Strap noes, No. 8 $123 00 
Vp inges, No.4 16 76 
Light T Hinges....No.8 13 10 
Heavy T Hinges...No.4 20 00 
Extra Heavy T Hinges, 
‘No. 4 21 60 
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Screw Hook and 
6 to 12 in...per 1 oO Ibs. of 76 
14 to 20 peoce 7 60 
22 to 36 in... “ - 7 236 


Screw Hook and Eye. 


BH OW. cccccs oy doz. pair $2 00 
Te Miss éeee 3 60 
 Mhiccccas = wes H oe 
HOES. 
GarGem cccscccece eesseccoscs -Net 
HOO 
Awning, No. 60.. sddeuee .-Net 
Belt. 
BPOWMS cccccccccccece -- T0&5% 
Jones’ Sebeebnes ceeseed 25% 
Box. 
ih: eeceooses, O 10 12 
Each ........$0 29 077 0 86 
Bush. 
Common Axe Handle, 
DOP GOB. coccccccccccce $20 oe 
Chain, 
Inch.. % 6/16 % 7/16 % 


Pr. 100 $7 60-8 10 9 75 11 60 12 60 


Clothes Line. 
Japanned... at doz. sto—3 00 


a o—3 36 
Conduct 

Genducter hooks...... - - 20-10% 

Mileer ...cce cocccece esecces s NOt 
Corn. 


Common. riveted, red, per | dz. Net 
Little Giant......... 
Grass. 

Common Nos. 1 

Per doz..$4 25 3 is 3 ‘o 3" 60 


Hammock. 


With plate...... per doz. $1 00 
With screw...... 96 
PRONTO cccccccses SOR ASO AO 
Potato and Manure 
HOSE. 
Per Ft. 
%-inch poe reel ..... ~- -18%0 
%-inch 3 ply duck......... 13%0e 
%-inch 4 ply duck......... 16¢c 
%-inch 5 ply multiple...... 10%0e 
IRONS. 
Charcoal cence per doz. $11 00 
Common, polished, per 
100 IBS. .ccccccsses 7 76 
No. 70 Asbestos. : 1 $1 60 net 


No. 100 “: aseces 1 76 net 
Common, nickel plated... 8 26 
Mrs. Pott’s, 

No. 60 J, Enterprise, per set Nets 


No. 65 J. 
No. 50 T, - 2 
No. 65 T, a6 
JACES. 
Wagon. 


a 

Richard’s No. 1..per doz. $15 60 

Oliver, 
Each 


Nos. 
Standard, 
Each 


eee eereeee 


oececcccecs $0 60 $0 80 
. 0 00 


eee eee ween eeee 


Brass 
Cauldron 
Copper 
Maslin 
Sugar 


eee ee ee 


eeeeee 





KNIVES. 


Beet Topping. 
Clyde, 9-in. Scimiter wine, 


doz 
California 
Butcher. 
Beechwood Handles, 6-inch 


* =e 
5% 


DIAGEO .occccccese 
Beechwood Handles, 


Standard eccccccccosece 
Adjustable 
Barton’s Carpenters’ 


Hay. 
Twan’s Solic Socket..... 
Heath’s a0s0s 
Iwan’s Sickle Edge. ceeses ee 
Iwan’s Imp’d Serrated. 

Hedge. 
Challenge... 
Disston’s No. 


ccecccccesece 25 
Le ncccccesee eR 


Scraping. 
Beech Handle 
Lander’s 


Door. 
Mineral 
Porcelain ......+.+ 
SEE wccccccccceses 


serene 
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AMERICAN ARTISAN’ AND HARDW 
pa LADDERS. | ARE RECORD Pte 
Common, per Can OPENERS. a April 15, 1022 
— with Sheif, add ‘ide ¥ Deimenies eee per doz. $1 30 my 6 inch E. C. e 
ee Se eae. Never’ Slip ....-- -— a nam. 1 nee a 13 RAJ 
Chantenge, 6 to 9 Fe. OG : so as gauge, 7 inch BC. rome rn aler. 
| See Ce ee -55¢ V.&B 3 PE Ry Ty. Sta 4 STROPS. 
LANTERNS. 60c ..per doz. $7 25-1 0 gauge, 6 1 sone, 86 OO r (Honing) 
ANTERNS. actly -11 00 oneated Hi nch EB. C dil § 1 ee 50% 
Mon P US. : ane 6 eee aS 11 00 ee ee ° 
penere> oo hot ae f Cespe. Moe. i. inch E. C. Steel and Semi- alate 0+ 230% 
yo tubular cold blast..... 13 00 qt. without gauge o gauge, 7 ‘ten a 12 00 ors ee soca 
SS Deee..--- BRT» 88-qt. without oF e a os eesse 
— lanterns No. 0 25 18-qt. without ame doz. $9 50 reine uae son 86°O8 pn ¢,Celling Ven tino’ 609% 
aera ie. * 6 Gg |: 20-qt. without g: ; neh .... : anned, B 
iiieee LEATHER. L LACE, 65 20- -qt. without Nga 11 00 “Double Pipe.” ceeme per 100 $40 00 sae 6 to — and Plated. 
7 Toes. Lace, 4 ouble W oat REPEL DRS 
T “Qh, atta + Welt’ Pipe.’ ‘hound 5 egister Faces— 
Valve and _ PUMP one. in per doz. $4 00 nine Wall Pipe. Round | %o 4x14 to ter isea Sic, ss 
Sie So pe. vanized caine eas oe i lalaala 
L Galv. and B bd RIDG 
Disston, No. ~ fy ae 16 18 20 Pipe, Shoes, 5 eal Iron Galvanized. E ROLL, 
po, 28 Asst... $22 05 Wate z.$9 75 10 75 12 75 14 50 un a... 55%  Crated .. 
No. 23 0 in. each _1 88 Galvaniz a PLANES eecccseNot Wired piidnabensGeoes - 70-25% 
; Shafting ba eae 2 40 Per — ate, as 2 Stanley Iron Bench. _ Milcor ...... waueeetess .70-25-5% 
“i rT) 6 x 9 80 ‘ood. eeeee 0 . $s eecoeeseee et RINGS ND RINGERS et 
“ New $ Austen: 6 1 Se Sa *: oe doz. N * a> er ite h Re AND RINGERS 
i No. onde able, 3- sole doz. Nets wa No. 7 Gas... ch $0 5 opper .. 
“24-26 - a Te Gedar, $-Hoop, brase “ Nets . Double ‘Dut ves sce *) 60 Per doz. ........ 2%-in. 3-in. 
3 &::-e th oe" . co “Duty i66.. © 0 Lwmeskiie 
anemia -each 1 00 PANS. manhite “aide ‘on eececess 0 64 Piercing oop: * 
Stave Cover. . Dripping ... Ber e's tting. stech wong ee 
oppered . — Net wedish eel, per dc : 
Alaska Borger tpg gro. $6 00 Common .... Bik. Pol. Saag 6 7 8 Fruit Jar. doz..... 150 1 80 
Transom sii $00) Acme ...ceeeeeeeeeeees _.Nete ,.. 00% ++2:; 310 70 White ..... 
Payson’s —e— " Long. “Nose Side Cutti 2000 23 36 RI so-ecceeper lb. 80 
ee eae 55% Paxton, caw (Swedish) . Copper on 
Jute LINE Teves 9-9 pbk, Pol. Face, doz. $ 6 ey TE ener * 
ey AOR Seeeteneer ners per lb. 25 Nev dos. eecees . Nn t oe Round Nose oe we — . eiitisi-biiccing. 50% 
oeeecedccenenss “ ¢ 1 Rigpaaecacretanea spire ets *s (Sw , OPE wee eee e ees ones «50K 
Cotten |----.--- ees: Se 200.) — Slotted Clinch per’ | aan ih’ be it 
ee |. ae 26¢ Br per doz. $8 40 7. Pol. Face 6 8 Tube ar. per doz. 60@1 10 
L v e ane 0 
Bricks hacen, STOVE Roofing. PER. Berg's (Swedian)” 1336 1965 i 1 and 3 assorted sizes, 
wena per crate 42c Major, 1-ply .. Per square Round, In. conn, 4 aan Bb dee tte 
as ey —_ « 3-bi seonbales coooseun Ee Bik. Pol. Face . 8 10 in box assorted sizes, 
°o 6  dpemesiened eiecaae 4 Pol Face sess ares Cotton, "OPE oz. 1 
ae tee ber Gee... 09 OO mes Rosin........ber to 66 POINTS ws 1630 2235 Cotton. ROPE. ” 
MAC 24 00 ~ end Emery. n $i11 45 No. 1, 2 and A ZIERS. %, 5-16 in. C 
Riveting. HINES. N ad Emery. grade $5 40 a... POINTERS, SP per doz. 75 per Ib. . om. on reels, 
Stea No. 1, per ream, che e $5 40 s POINTERS, SPO c %, 6-16 in. Com, in < 
rns No. 1...pe SUED 40000: aper tearns’ No. 1.... KE. : in. Com, in coils, 
Tenoning. r doz. $16 00 Petate. eeseceseeooeoes 4 35 “ No. 2 ..+-per doz.. $10 00 md eS Ee coils, a 
0. 6 9 ° , . cece doz. $10 00 Siem c 
0 Peace’s Spoke, each $16 00 Sovage FS Saratoga, 10% ens 5h ORERS. STOVE 12 00 tat Quality, base 12%e ' 
Carpente , MALLETS. Gesiits Gasetem. 6 a. 6a ssn , str’t or bent, Mani eg ae 4 o 13%c 
~ do ratoga, 5 in. seek pecs at nila. to 1l%ec 
Fibre Head, N Ze cece ccececes ° ickel Piated, coil h per doz. $0 78 Ist Qualit 
” » fle 8 per Gen. $16 50 .sesee+ 6 60 PRESSES, FR hanl’s “ tee y standard 
sii No.4 “ 19 6@ Adze Eye Ore PICKS. eS ee te Fan No. -teallhcpaees | ga to 17%e 
und Hickory t3-60 Drifting and Poli Picks... 22% % ne Co. 26% Pure Manila. ; to 15%e 
inners. "°? doz. $3 00— 6 00 — Railroad ig 0 Rites Disston’s Pole... .per doz. $18 00 5 we base, 
De  wigtaawe per doz. $2 25 sagen seeeccees 22% % Nan. proved, per doz. 60% Hardware vee get Rg 18% 
Doo MAT F INCER ant ....... ‘ i%e 
ies - Carpenters, cast — Never-Slip ooo -Der gee. $14 50 wy SAWS. 
A 0 SR : 00 tkins No. , 
cme Steel Flexible. cae Hach’ $0 56 ones 2. et Awning—Japrd oss “No. Hy 14-in. .. .-. $43 20 
ome MPG cerctscce i ited $0 & Hay gee ere simomee - =e 2 ppeaopee fF 
Se ee eee Nets coccecenee Geen Som Tron ‘Wheel, 6- -10% ~“ Ne? + a 15 20 
Gal MITRES. __ --Nets Clothes PINs, wa Wheel, ‘i _ 8 ao = ee _ 7, sta...... oe 30 
cape, end oe mitres, and . Common, per box of 5 pass = 6-in., Compass. No. 7, 28-in....... 21 = 
Milcor .. pieces, outlets....30 Picket. gro. $0 95 eeccees “ 3 00 Atkins No. 32. 1 
steescecseeeeeeenes 0% Fluted, 18-In......per Common .... “No. 10, 10-tn.....$ 4 96 
Cotton MOPS. uted, 21-in...... doz. $1 10 Common-Sense, 2-in...... ..Net Blades, No. 2, cove 48 30 
Poun Star (Cut End Spiral .... ‘ 1 60 Empire Patter 3-in....... Net N 10-in. 2 95 
a 1 nd). ttst~*éURSYS ' 199 Ideal .... ern, 2-in.......Net Cross-Cut. 0. 2,10-in. 3 00 
Enterprise 00 435 5 50 +. a PIPE. ie Sreeneoeremmeeeets “Net Atkins ie. 221, 4-ft 210 
ee Veeeeensenees PIPES ey, PUMPS et ea o. 2 . eeccee 
BEE Shivnvcnnscecendentl 16% % Plain Round Spra PUMPS. No. 331, + 4 10 
NALS. 505% gate and Round Corru- Mids Flooring. 1, 8-ft. 5 45 
Gap Satt.....<0. ; ae ses rt Sater. ;. er Gon. 8 OS Atkins No, 96, 16-in 
Wire. ane: ae x ceereenesenenie New Misty .....- < § 00 Hand end nan” Hetneves 1 os 
omm 240CS*] seecvcccces aan UN i 0 Atk ° 
Cement Coa OS lait tactile tia ey, 3 Square Corrugated A an 35% Conductors. cums. tins No. 54, 20-in.. 
Small iL ted. 00 Oct Corrugated A and B % No. 22.... “ No. 54, 26-in 
Horseshoe De cxtencesésen . 29 (om ng and Machine nao oe Paget -per doz. $3.00 ie No. 53, 16-in 
Ausable Ee cede thup..iggglsesonesene oe, “Spey per ib. 26 No. 68) 20-In..02. 
Capewell .........- + -- Sete - soceseetetesceasalall Revolving. ae eae $1 50 to $5 00 - = HH 
Perfect .....e+-.00 0+ a 5 & wrtee (ie Sect pee Oe Stearns, No. 10.. Keyhol 0. 53, 30-in. : ° = “i 
D —aggipctotepteces Gate fron tor Salvi Tenet ps, Bi ‘per gon. 4.4.00 “thins 0.1 a 
Brass ee 30&5% ago Metal and \ ee Lyon- Parker an $s es 18 > 00 Mi No. 2, ——- 2 80 
ereisss Heads......... 25% "plain Round a ae foc wench ye watkine we 
cinnadannsteedaaaal “ca, un secccecces ORC “ NO. , 
Furniture ..... a rg 5 29 eat and Round Corru- as we "Bearing... $7 00 . No. ‘ $298..00+. 29 70 
Galvanized NG, ‘POULTRY. Sp OR EE ore nsaeccrne +111 140% ’ PARERS. application Pruning. No. 1, 6x22..0... 38 38 
Galvanized before weaving. ..60% 3 “ panenesnesste ieee 35% Aggie. .. 8 Atkins No. 20, 12-in 
va uare Corrugated A -+--10 { eee a » 12-in..... 7 
mama neti Spaiygon and” Octa 4 sna’% Turntable per dos. $10 80 ood. 0. 10, 16-in..... 16 60 
n. e ’ be 4 
Berg's (Swedish) a 2 ae mange oe saa oneness 40% Reading ee as s 4 oe oo _** ieteeds 8 50 
End and Diagonai ¢ $12 60 16 20 14 and 16-63. Gop oovcesonseaae PUTTY. 1 40 2 No. ee beeen 10 05 
Save Gesiat (are eins ee OSS BS Bbjessscs 148 
er d 6 = g¢_~—Ssé« Mico; ‘all styles: an + ‘3 ny Oe Tae 
Hei eRe $1005 18°00 atuicor, "att siyies and gauges.Net MIB ccceccecee Speed —— a a Ri 
Vv. iterse seo aa ecaas 40&10% = ead nested... ea Garden RAKES. l.. $16 75 + a epee. 
each.....$2 Po | Gnd nested...... 08m seer Ee Per do 4.. 17 85 16 25. 14 45 
NOZ 25 rtico Elbo ; 60-20% w, 12-inch T z. 6 1710 16 35 
Hose. ° ZLES. Standard = 4 seems. Bow, 14-inch eeth * 50 ce 18 65 17 85 17 10 15 60 
Magic .. aes Malleable iron, 13-in. “ ” 925 Box. SCRAPERS 16 35 
Diamond ...... per doz. $9 50 Bet FE eeramepes P ; — Iron, 14-in. “ Bs Triangular N ; 
nébes 5 75 a Se te wi oad. 0. 6 per doz. 
Chase om Stove. rir i60 & 15% — 316 Teeth...cccccess $4 Cublie ft. $6 25 
Brass and Co 26 gauge, 5 ince e 100 joints. 30 Teet 00 With runner , . 
Zine . DSF oc cccccees 10 nested ... h ----perd SCRE s, "ea. $7 an 6 .. 4 
Rail petcevendalesanve tiie 20% 26 gauge, 6 inch B.- $14 50 RAZOR oz. 5 50 Cast — DOOR HING 20 
Coppered ..... - a ana paaeeee aetna : 15 Gillette . FErY Sl ccwtatannned gross $13 00 
itesd eens «....300ek 33% % ae 5 tom q 18 60 Auto Strop sss see+DOr doz, $45 90 Bench SCREWS. liad 
ee 50-10-5% nested einen we TT Bier (3 doz. lots). . oo “3 40 Iron, Ins. 1. 1% 1 
Sowdseees on ver R “ a 1 
eevee 12 60 Ever Paw os eces “ . + Wood, aan = 7187 945 At, 
y (3 dz. lots) “ 8 00 Hand—Wo0d —_ oe doz. 6 00 
ee WO s,s <0 50% 
ecccresevees 22% 















April 15, 1922 


Sag -scsmiseleweteadecscccns 30% 
Lag or Coach—al!l sizes, 

gimlet pointed ........ 60 & 10% 
Gaw--Contenaial, 

OB, ceccces 2 4 
Per doz.. Ate 55ce Tic 90c 
Ae Pee 82% &16%% 
RR. Bs Buea. ccccess eecees 
FP. H. Japa ..ceces 75 &10&5% 

. Me ED cccce 77% &10&5% 
R. HM. Brass ..cccss 75 &10&5% 

Sheet — 
%x% per gross ...$ .55 
No. 10; %x8/16 per gross .. .75 
No. 14, %x% per gross .. -90 
SCYTHES. 

Clipper, Grass....per doz. $13 60 
Honest Dutehman 13 00 
SETS. 

Nail. 
Square head..... - per , doz. 1 84 
Cup point, knurled 1 78 

Rivet. 
Farmers’ . --per doz. 2 60 
Tinners’ B-4 - cerrcece trccce 8 TG 
00-8, cccvccccdscce 8 TE 
“Atkins No. 10 per doz. $3 80 
Me. UWescece 20 

Disston’s Monarch 

Be Bocaseessees pe 9 90 
Disston’s Monarch 

BIO, BB poseceoses “ 13 20 
Leach’S .cccccee: " 80 
Nash’s Hand .. sa 3 15 
Nash’s X-Cut ee 4 20 
Stillman’s Lever... * 1 30 
Stillman’s X-Cut.. ‘a 2 50 


Whiting Pattern, 

BIO, BS occecsec'e “ 7 50 
Eccentric Anvil, 

Hand No. 395, 

N. P. Norrill Pat- 





SOF ccccccocses ” 14 50 
SHEARS. 
Per Doz. 
Nickel Plated, Straight, 6” $12 90 
itd ci iid 14 85 
iJ La iJ ” 16 80 
Japanned, Straight ....6” 11 00 
~ os cocoon a @ 
oa ws -.8” 13 80 
SHEAVES, SLIDING DOOR. 
Common, 
Inches ..... 3 4 5 
Per set ...... $140 175 2 40 
Hatfield’s. 
Per set $1 80 210 2 75 25 
SHINGLES. 
Per Square 
Zinc (Illinois) ........e.+..- $15 00 
SHOES. 
ComOmctew cccccccccceccceces 60% 
puovEss AND SPADES. 
‘oal. 
Hubbard’s 
No. A B Cc D 
1 $1600.1510 1445 1370 
2 1635 1560 1485 1410 
3 #75 1600 1625 1445 
4 1710 1635 1660 1485 
Post Drains & Ditching. 
Hubbard's 
Size Cc 
14” 15 65 
16” 16 00 
18” 16 85 
20” 16 70 
22” 17 06 
Alaska Steel. 

D-Handle ......... per doz. $3 50 
Long Handle ...... i 3 00 
SKATES. 

Roller. 

Ball Bearing—Boys’ ..... $1 50 
Ball ‘Bearing—Girls’ ..... 1 60 
SNAPS, HARNESS. 
Covered Spring ........- 30% 
Judd’s paltera Add 33 1- o% to list 


SNATHS. 
Double Ring Bush. -per doz. +4 75 
Patent Loop, Bush 0 00 
Patent Loop, Grass. ” % 76 


SNIPS, TINNERS’. 


Clover Leaf ....ccccces - -40&10% 
BMational ...ccccs éenaeeee 40&10% 
BE scccasascoeve ° ceece % 
BAMCOP oc ccccccccccedescccecs et 
SPRINGS, DOOR. 
Perfect. 
tite: 2. 8: 4. 4s 8. 9 
Per doz. 45c 50c 55c 65c 80c 98c 
Reliance. 
Light ar yh Heavy 
Per doz...$1 80 3 75 
TOPPey’S cccccese - , = 1 65 


SPRINKLERS, LAWN. 
Stearn’s No. 1....per doz. $11 50 


povames. 
Steel and Iro .Net 
ieee for bluing, $3. "00 per doz. net) 








Try and Bevel. 
Try Miter... 


STAPLES. 
ae. ‘ 
arbe 0 er Ib. 21@22 
Butter, Tub at iepide 
Fence— 
Polished ..... per 100 Ibs. $5 45 
Galvanized ... “ 6 16 
——e a 
alvanize ---per 100 lbs. 6 5 
Wrought. . ‘ 


Wrought Staples, Hasps and 


Staples, Hasps, Hooks and 
Staples, and ane and 
Staples ........ ae 
Extra heavy ...... eeccccce 
STONES. 
Hindostan ..... ‘pee Ib. New Nets 
More r eee 
Washita ...... ” = 
mery. 
No. 126 -per doz. New Nets 
Oil—Mounted. 
Ar ~/7 - Hard 
Dorkee's « per doz. New Nets 
aghecsns ft ~ os 
Washita No. 717 = - 
Oil—Unmounted. 


Arkansas Hard per Ib. New Nets 


Arkansas Soft 
Lily White... - a 
ueer Creek.. rt S 
eo ” ” 
Scythe. 


Black Diamond per gro. New Nets 
Crescent .... 
Green Mountain 


LaMolle ..... - o 
Extra Quinne- 

i ~sséeedae . oe 
Red End ps “ 


STOPS, BENCR. 
= Morrill pat- 
COPM co ccccececes per doz. $11 00 
~*~ il Stearns pat- 


No. 


26 eeenes - 10 00 

No- is Smith pattern “ 7 00 

STOPPERS, FLUE. 

COGAMBOR ccidccocee per doz. $1 10 

Gem, flat, No. 3... = 1 00 

Gems, Be. Lacccese ° 7 116 

STRETCHERS. 
Carpet. 
Bullard’s ........ nd doz. $3 90 
Excelsior ...... ” 6 265 
Malleable Iron. 2 70 
Perfection ...... s 6 30 
HIMG ccccccccese = 4 60 

Wire. 

O. 8. Elwood, No. 1 per doz. Nets 
O. 8. Elwood, No. 2 
SWIVELS. 

Malleable Iron ..... per lb. $0 10 
Wrought Steel --pergro. 4 560 
TACKS. 

Bill Posters’ 6-oz., 25-lb. boxes 
WP TR 6606600066005 6e000008 lbc 

Upholsterers’ 6-oz., 25-lb. 

DORSS, POF IUD. cccccceccecs 16%c 
TAPES, MEASURING. 
Asses’ Skin ........+¢. List&40% 
THERMOMETERS. 

Tin Case...... per doz. 80c&$ 1 25 
Wood Back... “ $2 00& 12 00 
OED . cccceses " 12 00 
TIES. 

Bale. 

Single Loop, carload 
SORE swadnncssescesvece 75&7% 
Single Loop, less than 
GaP? TEED cccccascvcesse 70&15% 
TRAPS. 

Game with Chains. Per doz. 
Vioter Ne. Lecccccccccccs 2 01 
Oneida Jump No, 1....... 2 76 
Newhouse No. 1........+- 5 62 

Mouse and Rat. List per gross. 


Sure Catch Mouse Traps.$ 3 7 
Vim Mouse Traps 37 
Short Stop Mouse Traps. 3 20 
Wood Choker Mouse 


Traps, 4 hole........ «+ 17 00 
Sure Catch Rat Traps.... 16 00 
Vim Rat Traps......... 16 00 


Short Stop Rat Trap.... 15 00 
Dead Easy Rat Traps... 
rd Rat Traps......«++. z= 2 3 
Packed in One ie ‘Bushei Band Stave 
ets. 
List per bushel. 
Sure Catch Mouse Traps 


(360 Traps) .......-++- & 
Short Stop Mouse Traps 

(36@ Traps) .....+...--. 8 00 
Sure Catch PRat Traps (54 

Traps) cvccedccccceses 
Short PStop Rat Traps (54 5 ee 


Traps) 
Assorted Mouse and Rat Tra) 


List ner bushel. 
Sure Catch (216 
Traps and 26 Rat mt $8 60 
Short Sto (216 Mouse 


Traps and 26 Rat Traps) 7 50 


AMERICAN ARTISAN AND HARDWARE RECORD 


TROWELS. 
Cement, 
Atkins No. 6......00.6+. 19 60 
- i Geacnsecen +++ 26 50 
Diaston’s ......... soveess 80% 
TUBS, WASH. ° 
Standard, Wood. E,. 


On, «c .8 2 1 ous 
Per doz. $950 1125 1275 1550 
Galvanized. 


WO, seccccce 1 2 8 
Per doz. ...13 75 16 96 18 60 
TWINE. 

White Cotton. 
Eureka, 4-ply....... per ib. 80c 


Jute. 
8-ply and 6-ply Bale Lots.22%c 


VALLEY. 
Oepmes Valley Galvanized 
MEOCE ccccccccesesce es 60-65% 
uiteor 006ne se 000 en0pes oveces Net 
VISES. 
No. 700, Hand, 
Inches ee 6 5% 
oz. ‘$11 15 13 00 14 85 
No. 701. “Tn. 4 5 6 
Doz. . . se$11 16 18 00 16 70 
No. 1, Genuine Wentworth, 
Noiseless Saw -per doz. 15 00 
No. 2, Genuine Wentworth, 
Noiseless Saw....per doz. 22 50 
No. 3, Genuine Wentworth, 
Noiseless Saw....per doz. 20 00 
No. 600, All Steel Folding 
ea per doz. 16 00 


WASHERS. 
Sgncess O. G. cast iron, per . 


b. 
Wrought steel in 5-lb. boxes, 


per Ib.: 
In. 3/16 ife® 
ec lac c Se 
5% % 
$%ec 9c % te 
WEDGES. 
Ax. per doz. Nets 
GOES ckiccvccncceved per Ib. Nets 
BD  wccccbtocvesesase .-per lb. 8% 
WEIGHTS 
0 Pe eT ree per lb. Nets 
Sash—tf. o. b. Chicago. 

Ton lots, per ton........ $36 00 
Smalker lots, per ton..... 37 50 
WHEEL BARROWS. 
Common Wood Tray....... $3 00 
Steel TRAY ccccccccccccces 4 60 
Angle leg, garden......... 5 75 
WHEELS. 
Carborundum = .....cseesesees 50% 
DP ~cadecgeneesnssevennnes 0% 
Well, Ins....... 8 10 12 
Per d€0S.....<-. $5 60 725 8 60 

12-in. heavy hoisting, 
BOP Gehicccceccesncvess $25 00 
WIRE. 
Black annealed wire, No. 8 
BOP 200 TRB. cccccccceccece 85 


Galvanized barb wire, per 100 


lbs. 
Wire cloth — black patgees, 
12-mesh, per 100 sq. ft. 1 90 
Cattle Wire—galvanized 


catch weight spool, per 
WSO TOR coaceccecscenscces 65 
Galvanized Hog wire, 80 rod 
spool, per spool..........-. 3 23 
Galvanized plain wire, No, 8, 
BOF 200 TE cccccdccdooowe 3 35 
WOOD FACES. 
50% off list. 
WRENCHES, 
Coes Steel Handle, 6-in...... 60% 
- ” - Go cceces 60% 
- - - Be ™ cences 60% 
. . _ Be * wccces 60% 
Coes Knife-Handle, 6-in...... 60% 
s Be scn0eee 60% 
” et i Be  cecece 60% 
™ ” ? | eee 60% 
Coes All Patterns ........... 60% 
Knife Handle Pattern. 
< = Screw Wrench, List 
No. 60, Steel Handle. |: 2". "30% 


WRINGERS. 
No. 790, Guarantee, per doz. $55 50 
No. 770, Bicycle ... 62 50 
No. 670, Domestic .. yes 49 00 


No. 110, Brighton .. “ 44 00 
No. 750, ee ° = 65 60 
No. 740, Bicycle = 52 60 
No. 22, Pioneer ... wet 41 00 
No. 2, Superb .... s 29 00 
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ADVERTISERS’ INDEX 


The dash (—) indicates that the 
advertisement does not appear in 
this issue. 

BOs Bee, Cie 06.00 so.cp sens 47 
American Furnace Co........ - 
American Rolling Mill Co... — 
Wire Co,.... 50 


American Steel & 

AEBOR Tees GOisocecccccesecs 46 

Bennett System Cistern Sanita- 
CEO GO aébewecceSesccvseres 51 

TE ee re 45 

Berens Co., Gt0O. ccecccccces —- 

Bertachs B CBbcccccescesese’s 47 


Black Silk Stove Polish Co.... -- 
Bullard & Gormley Co........ 48 
Burgess Soldering Furnace Co. — 
Burton Co., J 5 
Carr Supply Co.....%:...%. — 
Clark & Co., Geo. M...... << 
Clark-Smith’ Hardware Co..... 46 
Clayton & Lambert Mfg. Co... 46 
Cleveland & Buffalo Transit Co “4 
Cleveland Castings Pat. “o. .. I1 
Cleveland Eng. Inst...... Lara ~ 
Clinton Furnace Stove Cu - 
Coes Wrench Co....... os. wae ee 
Cooperative Fdy. Co..... ‘<<. 
Copper and Brass Researc h 
Association 
Cornish & Co., J. B as 
Cortright Metal Roofing Co.... 
Curfman Mfg. Co., F. L.... 
Dangler Stove Co........... ; a 
Dieckman Co., Ferdinand...... -- 
Diener Mfg. Co., Geo. W 
Double Blast Mfg. Co........ 


Dries & Krump Mfg. Co..... . 47 
BGO WORST OO... .cccccccs so 
Pe Es Can wacecscesesss 11 


Farquhar Furnace Co....... 
Farris Furnace Co............ - 
Federal Varnish Company..... 49 
Forest City Fdy. & Mfg. Co... 
POR WUSMROR GOs cccccscccaseve 


Friedley-Voshardt Co, ........ 46 
Ge Sh Pe Se cccwtacccecs - 

Gerock Bros. Mfg. Co.........— 
Gohmann Bros. & Kahler...... 11 
Hall-Neal Furnace Co a © 
Harrington & King FP” fg ‘Co. s« = 
ee as Ge Giiesascccantnne 8 
MERTEGS ccccocccceceesssodsess s 
Haynes-Langenberg Mfg. Co.. — 
Helier Bros. Co0....0+..>. - . 50 
meee Ge Gibs coccecsceceses Pcca Oe 
Henry Furnace & Fdy. Co..... 4 
Hessler Co., H. E. ohusse 47 
Hess- Snyder CM eeesessoneeve 9 
Hollenden Hotel ..... 50 
memes, Inc., CRAB. A.ccccesecs 416 
BeOwGOR OB... We Gescscccseseas 50 
Hoosier Stove Co..,........ ‘ - 
pee @s Gok, GE, Gece ceccvcese 46 
ee ee, As 065806406608 —_ 
i 2 Ce cease ennns oes 12 
Independent Stove Co......... -_- 
Jungers Stove & Range Co.... — 
Kimball Bros. Co..........6+. 44 
Kirk-Latty Mfg. Co.........+.. ll 
Kruse Co. . verry. __. 


Lalance & Grosije an Mfg. Co...— 
Lamneck Co., W. E. uae ba a eee 
lennox Furnace Tivenest cen -_ 
Lovell Mfg. Co...... eacae ae 
Lupton’s Sons Co., David. 
Mahoning Fdy. ise cas 
BERSONS GO. ccccccccccccccss : 
Malleable Iron Range Co..... 
Manny Heating Supply Co.... 
Maplewood Machinery Co..... 
Marsh Lumber Co : 
Marshalitown Mfg. Co......... 
Matthews Banner Range Co... 
Melbye Bros. Co. . - 
Meyer & Bros. Co., aie ' 
Meyer Furnace Co........... 
Meyers Mfg. Co., Fred . 

Michigan Stove Co., The: : 
Milwaukee Corr. Co...Back Cc ov 
Monroe Fdy. & Furn, Co..... 
Mt. Vernon Furnace & Mfg. Co. 
New Jersey Zinc Co., The... 
Osborn Co., The J. M. & L. A. 
Parker Supply Co... oe wae 
OOK, TE. Beoccsececse 
Peerless Fdy. Co ; 
Premier Warm Air He ater Co. 
Quick Meal Stove Co.... ° 
Quincy Pattern Co. 

Roesch, Geo. E...... . 
Rock Island Register Co 
Ross-Gould : os 
Rudy Furnace “tape Front Cover 
Scheible-Moncrief Heater Co... — 
Schwab & Sons Co.. R. J. — 
Shaw & Sons Co., The Geo. E. 11 
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Special Chemicals Co...... .. 44 
Standard Furn. & Supply Co.. 4 
Standard Ventilator Co........ 46 
Stearns Register Co......... se v 


Sterling Fourfdry Co........... -- 
St. Louis Tech. Inst.......... -- 
St. Louis Heating Co....... 

Sullivan-Gieger Co. 
Summit Stove Co.... . coces 
Sykes Co., The.. ihedhewie 45 
Thatcher Furn. Co. sie ita le — 
Thomas & Armstrong Co...... 4 
Tuttle & Bailey Mfg. Co...... 6 
Utica Heater Co.... on’ 
Vaughan & Bushnell Mfg. Ge.s 
Vedder Pattern Works eee 
Viking Shear Co as 
Walworth Run Fdy. Co....... 
Waterloo Register Co “ 
Whitney Mfg.. Co... W. A...... 47 
Whitney Metal Tool Co....... 47 
Wise Furnace Co. 
Zideck Schooi of S. M. 


5 
Trades s 45 
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CLASSIFIED INDEX 


Bail Ties. 
American Steel & Wire Co., 
Chicago, Ill. 


Bearings—Damper. 
Parker Supply Co., 
New York, N. ¥. 


Bolte—Stove. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Brakes—Cornice. 
Dreis & Krump Mfg. Co., 
Chicago, 

Maplewood Machinery Co., 
Chicago, 


Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, 





Til. 
Til. 


Pa. 


Brushes—Furnace. 


Hardware Spec. Co., 
For t Wayne, Ind, 


Builders’ Hardware. 
Bullar@ & Gormley, Chicago, IIl. 


Cans—Garbage. 
Osborn Co., The J. M. & L. A., 
Cleveland. Ohio 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings— Metal. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Ill. 

Hopson Co., W. C., 

Grand Rapids, Mich. 


"filwaukee Corrugating Co., 


Milwaukee, Wis. 
’ Chain—Sash. 
Parker Supply Co., 
New. York, N. Y. 
Chaplets. 
fanner Mfg. Co., Cleveland, Ohio 
Chimney Caps. 


Sverling Foundry Co., Sterling, Ill. 


Chimney Tops—Revolving. 
Sterling Foundry Co., Sterling, Il. 


Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Clips—Damper. 
Carr Supply Coe., Chicago, Ii). 


Waterloo Register Ce., 
Waterloo, Iowa 


Coal Chutes. 
Peerless Foundry Co. 
Indianapolis, Ind. 


Sykes Co., The, Chicago, Il. 


Copper. 
Copper and Brass Research Asso., 
New York, N. Y. 
Cores—Auto Radiator. 


Curfman Mfg. Co., F. L., 


Maryville, Mo. 


6. & O. Mfg. Co., 
New Haven, 
International Radiator Co., 
Ottumwa, Iowa 
Cornices. 
Burton Co., W. J. Detroit, Mich. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Milwaukee Corragesios Co., 
ilwaukee, Wis. 


Cut- = a Water. 
Sullivan-Geiger Co. 


Conn. 


Indianapolis, Ind. 


Dry 
Carr Supply Co., Chicago, Iil. 
Eaves Trough. 

Abbott Mfg. Co., Cleveland, Ohio 

Berger Bros. Co., 

Philadelphia, Pa. 
Burton Ca, The W. J., 

Detroit, 

Clark-Smith Hardware Co., 

Peoria, Ill. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee C ti Ce., 
Milwaukee, Wis. 
New Jersey Zine Co., 
New Fork, N. 


AMERICAN 


ARTISAN 


Elbows and Shoes—Conducter. 
American Rolling Mill Co., 
Middletown, Ohio 

Ferdinand, 

— 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Stilwaukee, Wis. 


Dieckmann Co., 
Ohio 


Elevators—Hand and Power. 


Kimball Bros. Co., 
. Council Bluffs, Iowa 


Enamel—Iron. 


Black Silk Stove Polish Works, 
Sterling, Til. 


Enamels—W 00d. 
Cornish & Co., J. B., Chicago, Il. 
Federal Varnish Co., Chicago, Il. 


Fence Gates. 


American Stee] & Wire Co., 
Chicago, Ill. 


Fenders. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Files. 


Heller Bros. Co., Newark, N. J. 


Flue Thimbles. 
sterling Foundry Co., Sterling, Il. 


Flux—Aluminum. 
Roesch, Geo. E., Aurora, Ill. 


Freezers—Ice Cream. 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


Furnace Rings. 


Walworth Run Fdy. Co., 
Cleveland, Ohio 


Garages—Metal. 


Thomas & Armstrong Co., The, 
London, Shio 


Guards—Fire. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Hammers. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il). 


Handles—Boiler. 


Berger Bros. Co., 
Philadelphia, Pa. 


Handles—File. 


Parker Supply oe. 
New York, N. Y. 


Hangers—Eaves Treugh. 
W. C. Fopson Co., 
Grand Rapids, Mich. 


Heaters—Combination Hot Water. 
Melbye Bros. Co., Chicago, Il. 


Heaters—School Room 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Meyer Furnace Co., Peoria, Ill. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Peerless Foundry Co., 
Indianapolis, a 


Standard Furnace & Pn 4 SS. . 
eb. 


Heaters—Warm Alr. 


American Furnace Co., 
St. Louis, Mo. 


Cooperative Foundry Co. 
Rochester, el York 


Farquhar Furnace Co., Th 
wi imingten. Ohio 


Farris Furnace Co., 
Springfield, Ill. 


Forest City Fdy. & Mfg. Co., 
Cleveland, Ohio 


Fox Furnace Co., Elyria, Ohio 
Maynes-Langenbers ep. Co., 


Lou _ Mo. 
Henry Furnace & Fay. 
iowiest” Ohio 


Hess-Snyder Co., Massillon, Ohio 
Independent Stove Co., 
Owosso, Mich. 


Kruse Co., Indianapolis, Ind. 


AND HARDWARE RECORD 


Heaters—Warm Air—Continued 


Lamneck Co., W. E., 
Columbus, Ohio 


Lennox Furnace Co., 
Marshalltown, 


Iowa 
Mahoning Fdy. Co., 
Youngstown, Ohio 


Manny Heating Supply Co., 
hicago, 


Meyer Furnace Co., 
Michigan Stove Ca. = 


Il. 
— Til. 


Detroit, Mich. 
Monroe Fdy. & Furnace Co., 
_—* Mich. 
Peerless Foundry Co 
Indianapolis, Ind. 
Rudy Furnace Co., 
Dowagiac, Mich. 
Scheible-Moncrief Heater Co., 
Cleveland, Ohio 
Schwab & Sons Co., R. J., 
Milwaukee, 
Standard Furnace & Sepply Co. 
Oma 


Wis. 


St. Louis Heating Co., 
St. Louis, Mo. 


Summit Stove Co., Morrison, I1l. 
Thatcher Furnace Co., 
Chicago, Il. 
Utica Heater Co., Utica, N. Y. 
Waterloo Register Co., 


Waterloo, Iowa 
Horse Shoes. 
American Steel & Wire Co. 
Chicago, Ill. 
Humidifiers. 
Haynes, Kansas City, Mo. 


Indoor Closet. 


Independent Reg. & Mfg. Co. 
Cleveland, Ohio 


Jobbers—Hardware. 


Bullard & Gormley Co., 
Chicago, Ill. 
Clark-Smith Hardware Co., 
Peoria, Ill. 


Kitchen Utensils. 


Valance & Grosjean Mfg. Co., 
Chicago, Ill. 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, 


Wis. 
Machines—Crimping. 


Bertsch & Co., 


Cambridge City, Ind. 


Machinery—Culvert. 


Bertsch & Co., 


Cambridge City, Ind. 


Machines—Razor Blades. 


Hyfield Mfg. Co.., 
New York, N. Y. 


Machines—Steve Pipe. 
Hemp & Co., St. Louis, Mo. 


Machines—Tinsmiths’. 


Bertsch & Co., 
Cambridge — 
Chicago, Ill. 


Dreis & Krump Mfg. C 

Hemp & Co., St. Louis, Mo. 

Maplewood agnehinery | So. 
cago, 


Ind. 


Til. 


Marshalltown Mfg. 9 
Marshalltown, Iowa 


Whitney Mfg. Co., W 
Reoktord, Til. 


Malling Liste. 


Ross-Gould, St. Louis, Mo. 


Metals—Perforated. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Miters. 


friedley- Voshardt Co., 
Chicago, Ill. 


Nails—Slating. 
Hussey & Co., C. 


G., 
Pittsburgh, Pa. 


April 15, 1922 


Nails—Wire. 
American Steel & Wire Co., 
Chicago, Ill. 
Ornaments—Sheet Metal. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Gerock Bros. Mfg. Co., 
St. Louis, 


Mo. 
Patterns—Furnace and Stove. 


Cleveland Castings Pattern Co.. 
Cleveland, Ohio 


Quincy Pattern Co., ae Til. 
Shaw & Son Co., The Geo. 


Cleveland, Bont 
Vedder Pattern Works, 
Troy, N. Y. 
Pencils. 


Eagle Pencil Co., New York, N. Y, 


Pipe and Fittings—Furnace. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohie 
Lamneck Co., W. E., 
Columbus, Ohio 


Manny Heating Supply Co. 
Chicago, Ill, 


Meyer & Bro. Co., F., Peoria, Ill. 


Osborn Co., The J. M. & L. A 
Cleveland, Ohio 


Standard Furnace & Supply Co., 
maha, Neb. 


Pipe and Fittings—Stove. 
Hemp & Co., St. Louis, Mo. 
Meyer & Bro. Co., F., Peoria, Il. 


Sullivan-Geiger Co., 
Indianapolis, 


Ind. 
Pipe—Conductor. 
Berger Bros. Co., 
Philadelphia, Pa. 


Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, IIl. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Friedley-Voshardt Co., 
Chicago, Ill. 
Hussey & Co., C. G., 
ee Pa. 
Lupton’s Sons Co., vid, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
New Jersey Zinc Co., The, 
New York, N. Y. 


Polish—Metal and Stove. 
Black Silk Stove — Co., 


erling, Ill. 


Posts—Steel Fence. 
American Steel & Wire Co., 


Chicago, Ill. 


Punches. 
Bertsch & Co., 
Cambridge — 
Whitney Mfg. Co., W 


Ind. 


Rockford, Til. 
Whitney Metal Tool Co., 
Rockford, Il. 


Punches—Combination Bench and 
Hand. 


Parker Supply o- 
New York, N. Y. 


Punches—Hand. 


Parker Supply Co., 
New York, N. Y. 


Quadrants—Damper. 


Parker Supply Co., 
New York, N. Y. 


Ranges—Combination Gas & Coal. 
Cooperative Fdy. Co., 

Rochester, 
& Kahler., 
New Albany, Ind. 
Hoosier Stove Co., + Marion, Ind. 


Malleable Iron Range Co. 
Beaver Dam, 


Matthews Banner Range Co., 
South Bend, Ind. 


Quick Meal Stove Co., 
St. Louis, 


Ranges—Gas. 
Clark & Co., Geo. M., Chicago, Ill. 
Dangler Stove Co., Cleveland, O. 
Gohmann Bros. & Kahler., 
New age Ind. 
Matthews Banner Range 
South Send.” Tad. 
Quick Meal Stove Co., 
St. Louis, Me. 


N. Y. 
Gohmann Bros. 


Wis. 


Mo. 





